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We don’t wait for the perfect wave,
we build it, wherever we are.
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CEO Letter

Extending our stride

FY25 saw Purple Group extend its stride, increase its cadence, and close the year with record pace and momentum.

Importantly, our magic remains: keep things Easy. Make investing fun, educational, engaging, and rewarding; 
�U�H�P�R�Y�H�� �I�U�L�F�W�L�R�Q�� �Z�K�H�U�H�Y�H�U�� �Z�H�� �4�Q�G�� �L�W���� �P�H�H�W�� �F�O�L�H�Q�W�V�� �Z�K�H�U�H�� �W�K�H�\�� �D�U�H���� �D�Q�G�� �G�H�O�L�Y�H�U�� �W�R�� �W�K�H�L�U�� �J�U�R�Z�L�Q�J�� �Q�H�H�G�V�� �Z�L�W�K��
greater agility and speed—while creating exceptional “wow” experiences. Do that, and more people join, and 
more people stay.

Our success is about our clients.

The longer clients stay with us, the more good habits stick: increased deposits, broader product adoption, 
�V�P�D�U�W�H�U�� �G�L�Y�H�U�V�L�4�F�D�W�L�R�Q���� �D�Q�G�� �W�K�H�� �F�R�Q�4�G�H�Q�F�H�� �W�K�D�W�� �F�R�P�H�V�� �I�U�R�P�� �O�L�Y�H�G�� �H�[�S�H�U�L�H�Q�F�H���� �7�K�L�V�� �F�R�P�S�R�X�Q�G�V�� �L�Q�W�R�� �D�Q��
incredible truth: over ten years, the average client asset base grew ~14× (~30% CAGR).

This year, we demonstrably evidenced the value of compounding at scale and accelerated growth across all 
value drivers, while remaining disciplined in execution and grounded by the incredible runways for 
growth ahead. 

Proof, not promises (FY25 vs FY24)

“Talk is cheap. Money buys the whisky.”
Last year I highlighted our scale advantage and the leverage we held over our cost base. This year, the income 
statement walked the talk.

Every value driver delivered. Client behaviours compounded. And every line in our income statement 
�H�Y�L�G�H�Q�F�H�G���R�X�U���S�U�R�J�U�H�V�V���S�U�R�Y�L�Q�J�����G�X�U�D�E�O�\�����W�K�D�W���S�X�U�S�R�V�H���V�F�D�O�H�V���S�U�R�4�W�D�E�O�\���Z�L�W�K���G�L�V�F�L�S�O�L�Q�H���D�Q�G���W�K�D�W���G�L�V�W�U�L�E�X�W�L�R�Q��
compounds with time.

Charles Savage
Chief Executive Officer, Purple Group

Purple Group (consolidated)
Revenue

R335.7mn

Operating Expenses
(+11.4%)

R110.4mn

Profit before tax
(+156%)

47.23cps

NAV per share
(+11.3%)

4.30cps

HEPS
(+143%)

R486.7mn
(+21.5%)

LETTER FROM THE CEO
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Customer
Acquisition &
Partnerships  

Brand, Trust
& Community

Platform & Scale
Advantage

Product Innovation
& Breadth

Ecosystem
Distribution &
Engagement

Network
Effects &
Compounding

The Flywheel, faster

�(�D�V�\�� �L�V�Q���W�� �M�X�V�W�� �D�� �S�O�D�W�I�R�U�P���� �L�W���V�� �D�� �5�\�Z�K�H�H�O�� �R�I�� �S�U�R�G�X�F�W�V����
partners, clients, and shareholders working together 
to build more value, faster. Purple Group is perhaps 
the best evidence of what’s possible when all 
stakeholders are aligned in ambition—united in 
purpose, transparent in execution, and robust in 
engagement. It’s not always easy, but it moves all of 
us toward our goals faster.

�–�W���V���D���G�L�J�L�W�D�O���K�L�J�K�Z�D�\���D���4�Q�D�Q�F�L�D�O���V�X�S�H�U���D�S�S���V�H�U�Y�L�Q�J��
our clients’ diverse wealth and asset-protection needs 
�R�Q���W�K�H�L�U���M�R�X�U�Q�H�\���W�R���4�Q�D�Q�F�L�D�O���G�L�J�Q�L�W�\���D�Q�G���I�U�H�H�G�R�P��

�(�D�F�K�� �\�H�D�U�� �W�K�H�� �5�\�Z�K�H�H�O�� �W�X�U�Q�V�� �I�D�V�W�H�U���W�K�L�V�� �\�H�D�U�� �I�D�V�W�H�U��
still—clear evidence that participation and trust are 
compounding.

Cost to serve per active retail client

R175 (+1.04%)

Profit before tax

R107mn  
(+107%)

Client assets

R80.7bn  
(+38.6%)

Active clients

1,146,475  (+15.7%)

Operating expenses

R303.4mn  
(+13.7%)

Revenue

R450.2mn  
(+25%)

Easy Group (operating engine)

Retail inflows R11.1bn 
(+48.2%)

Retail outflows 12.0% 
of avg assets (FY24: 14.9%)

Retail net inflows 12.17% 
of avg assets (FY24: 6.62%)

Revenue
Splits

Institutional R132.1m (+10.5%)

Retail R318.1m (+32.2%) Non-activity R241.0m (+17.0%)

Activity-based R209.2m (+35.7%)

LETTER FROM THE CEO CONTINUED
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Thrive 2.0 continues to shift customer behaviour and our income statement. Version 3, planned for next 
year, brings behaviour-linked rewards across the stack, with optional subscriptions—enabling recurring 
value for clients and recurring revenue for us.

EasyAdvisor is planned for launch around April 2026, unifying advised and self-directed journeys on a single 
platform so clients can choose guidance without losing autonomy.

EasyCrypto �V�H�W���Q�H�Z���K�L�J�K�V���1�$�9���a�5���E�Q���D�Q�G���U�H�Y�H�Q�X�H���5�����P�����7�K�L�V���S�U�R�G�X�F�W���L�V���V�W�L�O�O���L�Q���L�W�V���4�U�V�W���G�H�F�D�G�H���H�D�U�O�\���L�Q��
its adoption curve. Our platform is the perfect runway as regulation improves, investor understanding and 
�F�R�Q�4�G�H�Q�F�H���J�U�R�Z�����D�Q�G���Z�H���G�H�H�S�H�Q���R�X�U���X�V�H���R�I���E�O�R�F�N�F�K�D�L�Q���D�F�U�R�V�V���W�K�H���H�F�R�V�\�V�W�H�P�����1�H�Z���E�X�L�O�G�V���H�[�S�H�F�W�H�G���L�Q���W�K�H��
year ahead include a Crypto ETF (reg-dependent), staking, a stablecoin, and greater tokenization.

EasyProperties is shifting to stronger annuity via higher platform fees (+39%) and increased IPO cadence 
through better product mix and targeted campaigning.

EasyBonds is broadening access (25k investors; NAV R147m) and underpins our own savings ambitions 
�W�K�U�R�X�J�K���G�L�Y�H�U�V�L�4�H�G���D�F�F�H�V�V���W�R���V�W�U�R�Q�J�H�U���F�D�V�K���S�O�X�V���S�U�R�G�X�F�W�V��

RISE (EasyRetire) delivered lockstep institutional performance—winning 3 new mandates and delivering 
top-quartile returns to existing clients. Assets grew 15% to ~R14.9bn. 

EasyETFs delivered a knockout launch year—surpassing R1bn AUM in nine months—proving 
�S�U�R�G�X�F�W���P�D�U�N�H�W�� �4�W���� �W�L�P�L�Q�J���� �D�Q�G�� �G�L�V�W�U�L�E�X�W�L�R�Q�� �D�U�H�� �D�O�L�J�Q�H�G���� �$�� �V�W�D�F�N�� �R�I�� �O�L�V�W�L�Q�J�V�� �L�V�� �T�X�H�X�H�G�� �I�R�U�� ������������ �D�Q�G�� �R�X�U��
roadmap to become the largest Active ETF issuer on the JSE is underpinned by our distribution and brand 
advantage.

EasyTrader launched to all clients in H2 (after an initial soft launch) and has delivered strong results 
through organic pull. This product can scale quickly across our base and contribute strongly to the income 
statement.

Partnerships remain our advantage: deeper integrations with Capitec, Satrix, and Discovery (and 
distribution via Telkom and Ayoba) lifted revenue, clients, assets, and deposits. New partner rails into Kenya 
go live this year, and our entry to the regulatory sandbox in the Philippines, in partnership with GCash, set a 
�S�D�W�L�H�Q�W���S�D�W�K���W�R���P�L�O�O�L�R�Q�V���R�I���F�X�V�W�R�P�H�U�V�����–�Q�W�H�U�Q�D�W�L�R�Q�D�O���S�U�R�J�U�H�V�V���L�V���P�H�D�V�X�U�H�G�����D�Q�G���Z�H���U�H���E�X�L�O�G�L�Q�J���F�R�Q�4�G�H�Q�F�H���W�R��
widen our footprint where regulation and partners align.

Under the hood, we advanced critical platform modernisation and embedded AI across operations, 
onboarding, and investment surfaces—so speed and simplicity scale with us. We tightened the 
loop—advisor and embedded partner distribution, AI-driven personalisation, and more recurring economics 
(Thrive, advice, managed products)—while protecting the discipline that got us here.

Acquire once. Delight daily. Compound forever.

LETTER FROM THE CEO CONTINUED
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Scale in motion (FY23 �W FY25)

When you zoom out over two years, the story gets even clearer. Every number, every ratio, every client 
�P�L�O�H�V�W�R�Q�H���U�H�5�H�F�W�V���F�K�R�L�F�H�V���Z�H���P�D�G�H���\�H�D�U�V���D�J�R���V�W�U�D�W�H�J�L�F���F�D�O�O�V���W�K�D�W���W�R�R�N���W�L�P�H���W�R���F�R�P�S�R�X�Q�G���E�X�W���Q�R�Z���V�K�R�Z���X�S��
everywhere in the results.

What’s powerful is the pattern: scale that isn’t accidental but earned, built on focus, discipline, and trust. The 
�P�R�P�H�Q�W�X�P���Z�H���V�H�H���W�R�G�D�\���L�V���W�K�H���S�U�R�G�X�F�W���R�I���G�H�O�L�E�H�U�D�W�H���V�H�T�X�H�Q�F�L�Q�J���O�D�\�L�Q�J���U�D�L�O�V���4�U�V�W�����W�K�H�Q���U�X�Q�Q�L�Q�J���I�D�V�W�H�U���D�O�O��
while keeping it Easy.

�7�R�J�H�W�K�H�U�����W�K�H�V�H���R�X�W�F�R�P�H�V���W�H�O�O���W�K�H���V�W�R�U�\���R�I���D�Q���D�F�F�H�O�H�U�D�W�L�Q�J���5�\�Z�K�H�H�O�����Q�R�W���M�X�V�W���D���J�R�R�G���\�H�D�U�����E�X�W���D���J�R�R�G���E�X�V�L�Q�H�V�V��
becoming great.

Group (Purple Group)

• Revenue

�����3�U�R�4�W�����O�R�V�V�����E�H�I�R�U�H���W�D�[

• HEPS

�����1�$�9���V�K�D�U�H

Easy Group (Operating Engine)

• Revenue

• Operating expenses

�����3�U�R�4�W�����O�R�V�V�����E�H�I�R�U�H���W�D�[

Participation & Assets

• Active clients:

• Client assets:

�����5�H�W�D�L�O���L�Q�5�R�Z�V��

�����5�H�W�D�L�O���Q�H�W���L�Q�5�R�Z�V���������D�Y�J���D�V�V�H�W�V����

�����5�H�W�D�L�O���R�X�W�5�R�Z�V���������D�Y�J���D�V�V�H�W�V������

Revenue Mix & Unit Economics

• Retail revenue:

• Institutional revenue:

• Activity-based revenue:

• Non-activity revenue:

• Cost to serve (per active retail client):

• ARPU:

• COS/ARPU retail: 

+76%

swing of ~R157.2m

impr. of 6.34cps

+15.8%

�����������������5�������P

�����������������5�����P

swing of ~R151m

+27.7%

+73%

+88%

+8.29pp

–3.84pp

+121%

+40%

+85%

+93%

~+3%

~+76%

R487m

R110.4m

4.30cps

47.23cps

R450m

R303m

R107m

1,146,475

R80.7bn

R11.1bn

12.17%

12.01%

R318m

R132m

R209m

R241m

R175

R302

58%

R276m

(R46.7m)

(–2.05cps)

40.80cps

R238m

R241m

(R44.0m)

897,940

R46.6bn

R5.9bn

3.88%

15.85%

R144m

R94m

R113m

R125m

R170

R172

99%

FY 2023 FY 2024 FY 2025 FY 2023      FY 2025

LETTER FROM THE CEO CONTINUED
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Growth Themes 2026

We don’t build in the boardroom; we build from belief—the belief that comes from insights and observations 
of our clients’ needs and the friction we continue to uncover in their journeys. These themes are the operating 
system for value creation in the year ahead. Each one is designed to lift at least one of our core drivers or 
remove a barrier preventing a client from reaching a goal or ambition.

�)�<�������L�V���D�E�R�X�W���E�D�O�D�Q�F�H���D�Q�G���L�Q�W�H�Q�W�����H�Q�V�X�U�L�Q�J���W�K�D�W���W�K�H���P�D�M�R�U�L�W�\���R�I���R�X�U���W�H�D�P�����I�R�F�X�V�����D�Q�G���U�H�V�R�X�U�F�H�V���U�H�P�D�L�Q���4�U�P�O�\���R�Q��
protecting and growing what we’ve built, while our dreamers, architects, and builders are given the freedom to 
�U�H�4�Q�H���Z�K�D�W���V���Q�R�W���Z�R�U�N�L�Q�J���Z�L�W�K���D�J�L�O�L�W�\���D�Q�G���D�X�W�R�Q�R�P�\�����O�D�\�L�Q�J���Q�H�Z���U�D�L�O�V���I�R�U���J�U�R�Z�W�K���D�F�U�R�V�V���S�U�R�G�X�F�W�V�����S�D�U�W�Q�H�U�V�����D�Q�G��
global ambitions.

�–�W���V���D�E�R�X�W���U�H�4�Q�L�Q�J���U�K�\�W�K�P�����V�F�D�O�L�Q�J���Z�K�D�W���P�D�W�W�H�U�V�����D�Q�G���N�H�H�S�L�Q�J���W�K�H���P�D�J�L�F���(�D�V�\���E�H�D�X�W�L�I�X�O�O�\���V�L�P�S�O�H�����S�R�Z�H�U�I�X�O�O�\��
�H�•�H�F�W�L�Y�H��

What ties it all together is purpose, ambition, autonomy, trust, rhythm, and intent. Every theme builds on the 
next, one reinforces another. When we get it right, outcomes compound.

Thrive as growth core
�7�K�U�L�Y�H���9�����U�H�Z�D�U�G�V���E�H�K�D�Y�L�R�X�U�V���W�K�D�W���E�X�L�O�G���Z�H�D�O�W�K���K�D�E�L�W�X�D�O���G�H�S�R�V�L�W�V�����G�L�Y�H�U�V�L�4�F�D�W�L�R�Q�����H�G�X�F�D�W�L�R�Q�����D�Q�G���W�L�P�H���R�Q��
platform. As rewards compound, retention deepens and ARPU rises—recurring economics earned, not 
extracted.

EasyRetire (Retail & Institutional)
Retirement is the longest relationship we hold. We’re incentivising transfers and putting more marketing 
muscle behind our scaling “Bring It All Home” campaign. We’re simplifying touchpoints—onboarding, 
�F�R�Q�W�U�L�E�X�W�L�R�Q�V���� �D�G�Y�L�F�H�� �K�D�Q�G���R�•�V���V�R�� �P�H�P�E�H�U�V�� �V�W�D�\�� �H�Q�J�D�J�H�G���� �I�X�Q�G�H�G���� �D�Q�G�� �L�Q�Y�H�V�W�H�G���� �$�G�Y�L�V�R�U�� �H�Q�D�E�O�H�P�H�Q�W��
and service excellence convert paperwork into persistent client assets and trust.

Credit & Protect
Thoughtful risk products, priced by data and delivered in-product. We’ll reward good behaviour and 
�S�U�R�W�H�F�W�� �Z�K�D�W�� �F�O�L�H�Q�W�V�� �D�U�H�� �E�X�L�O�G�L�Q�J���O�L�I�W�L�Q�J�� �V�W�L�F�N�L�Q�H�V�V�� �D�Q�G�� �$�5�3�8�� �Z�L�W�K�R�X�W�� �F�R�P�S�U�R�P�L�V�L�Q�J�� �D�•�R�U�G�D�E�L�O�L�W�\�� �R�U��
simplicity. Wills and a new embedded-insurance product in 2026 are designed to protect investor 
behaviour even when clients are no longer around.

EasyETFs, EasyBonds, EasyAI Baskets, EasyCrypto
Friction-free on-ramps, transparent pricing, and smart defaults help clients graduate from cash-heavy to 
portfolio-ready. More baskets, more bundling, more non-activity revenue that compounds with assets and 
time.

Activity & Investing
EasyCrypto, EasyFX, and DIY Investing expand investor choice as crypto becomes institutionalised and 
global exposure normalises. Record deposits and rising trading activity in USD and foreign wallets signal 
momentum. We’ll streamline cross-currency funding, tighten execution, and surface right moment nudges 
so activity compounds inside the ecosystem—lifting ARPU while keeping COS in check.

LETTER FROM THE CEO CONTINUED
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This is the operating system of Easy.

Mortgage & Property Services
�:�H���D�L�P���W�R���R�Z�Q���P�R�U�H���P�R�P�H�Q�W�V���L�Q���W�K�H���S�U�R�S�H�U�W�\���Z�H�D�O�W�K���V�W�D�F�N���I�U�R�P���W�K�H���4�U�V�W���E�R�Q�G���T�X�R�W�H���W�R���S�R�U�W�I�R�O�L�R���O�H�Y�H�O��
exposure—connecting our community and leveraging our scale for rental-management services.

EasyTrader inside Easy
For active users, EasyTrader now feels native: one identity, one wallet, one UX. We keep the pro tools while 
removing switching costs, so activity stays in-ecosystem and feeds the same acquire-once economics.

Advisors & Ecosystems
Embedded distribution is our unfair advantage. Advisors, banking partners, telcos, and communities 
�H�[�W�H�Q�G�� �U�H�D�F�K�� �D�W�� �O�R�Z�� �&�2�$���� �$�G�Y�L�V�R�U�� �Z�R�U�N�5�R�Z�V�� �W�R�J�H�W�K�H�U�� �Z�L�W�K�� �S�D�U�W�Q�H�U�� �U�D�L�O�V�� �W�X�U�Q�� �G�L�V�W�U�L�E�X�W�L�R�Q�� �L�Q�W�R�� �D��
compounding loop, not a campaign.

Still breaking records. Still breaking the mould.

Eleven years in, the privilege hasn’t dulled; it’s sharpened our focus and ignited our ambitions.
The story stays simple: show up for clients, remove friction, give them back time, and earn the right to serve 
them again tomorrow.

Operating leverage  is showing up everywhere - revenue climbing, costs in check, and the business working 
�H�]�F�L�H�Q�W�O�\���D�W���V�F�D�O�H��

Clients are showing up too:���F�R�Q�V�H�F�X�W�L�Y�H���U�H�F�R�U�G���G�H�S�R�V�L�W���P�R�Q�W�K�V�����D�F�F�H�O�H�U�D�W�L�Q�J���L�Q�5�R�Z�V�����L�P�S�U�R�Y�L�Q�J���U�H�W�H�Q�W�L�R�Q�����D�Q�G��
stronger adoption across all products.

October gave us a glimpse of what's possible

With supportive macro conditions, expected rate cuts, and rising asset prices, the conditions to compound look 
strong.

R1.53bn

Retail deposits
(record; +R298m

vs Sept ’25)

R10bn+

Retail USD assets
(USD revenue > $500k

in October)

R88bn

Group client assets
(new high-water mark)

R1.948bnR1.948bn New high; +R157m vs April’s record;  >2× Oct ’24)
Total Deposits

���H�[���5�–�6�(���(�D�V�\�5�H�W�L�U�H��
Institutional)
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The Culture That Compounds

Culture is our compounding edge. It turns strategy into ideas, ideas into execution, execution into engagement, 
and engagement into outcomes. It protects client time, rewards ownership, and holds us to standards that 
compound week after week.

• Make it Easy. If it wastes a client’s time, it doesn’t ship.
• Earn Trust Daily. Stand shoulder-to-shoulder with clients, in the markets and in the mission.
• Purpose over Posture. Build what compounds—deposits, assets, ARPU, retention.
• Operate with Discipline. Keep costs growing slower than revenue, and capital focused on its highest use.
• Owners, not Passengers. Impact over titles; accountability over rhetoric.
• Time is the Asset. Decide fast, build fast, save everyone time.
• Truth over Comfort. Challenge views, including your own, and focus on what delivers results.
• Standards over Slogans. Ship beautiful, reliable work, measure uptime, throughput, security, and speed every week.

Culture isn’t something we talk about; it’s how we move—fast, honest, and accountable. It’s what keeps the 
�5�\�Z�K�H�H�O���W�X�U�Q�L�Q�J���Z�K�H�Q���W�K�H���Q�R�L�V�H���L�V���O�R�X�G���D�Q�G���W�K�H���Z�R�U�N���L�V���K�D�U�G��

Strategy, made practical

1. Remove friction in growth execution: automate the manual, simplify the complex, blast through blockers.

2. Deepen client engagement: across the platform and product stack, deliver wonderful, unexpected easy moments.

3. Scale leadership capacity:���G�R�X�E�O�H���W�K�H���E�H�Q�F�K�����O�L�I�W���F�D�G�H�Q�F�H���L�Q���H�Q�J�L�Q�H�H�U�L�Q�J�����S�U�R�G�X�F�W�����J�U�R�Z�W�K�����U�L�V�N�����4�Q�D�Q�F�H��

4. Monetise with discipline:���O�L�I�W���$�5�3�8���Z�K�L�O�H���R�S�W�L�P�L�V�L�Q�J���&�2�$���&�2�6��

5. Expand distribution & markets: integrated ecosystems at home; disciplined entries in Kenya and the   
    Philippines; advisors and institutions that compound reach.

Active Clients: grow via integrated ecosystems and advisors (local and international); funded > registered.

Client Assets:���O�L�I�W���S�H�U���F�O�L�H�Q�W���G�H�S�R�V�L�W�V�����U�H�G�X�F�H���R�X�W�5�R�Z�V�����E�U�R�D�G�H�Q���S�U�R�G�X�F�W���X�V�H���P�D�N�H���V�D�Y�L�Q�J���D�Q�G���L�Q�Y�H�V�W�L�Q�J���W�K�H��
default.

ARPU: bundle value and price fairly—subscriptions, advisors, credit, insurance, property services.

Cost to Serve / Acquire: automate, standardise, self-serve; build once, scale everywhere; target operating 
leverage.

Market Expansion: sequence wins—license, localise, learn, then scale.

How We Win (Value Drivers)

LETTER FROM THE CEO CONTINUED
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Bold Ambitions on the way to the Top 40

It’s not business as usual.

Our Top 40 ambition is a declaration of intent, not a 
whimsical wish.

It sets the direction and the standard.

We’ve moved from proving the model to scaling 
�L�W���U�H�V�S�R�Q�V�L�E�O�\�����S�U�R�4�W�D�E�O�\�����D�Q�G���Z�L�W�K���L�Q�F�U�H�D�V�L�Q�J���F�D�G�H�Q�F�H��
We operate a world-class ecosystem, measured by the 
quality of the relationships we hold and the trust they 
place in us.

We’ve hard-wired ambition to accountability: goals that 
stretch us without losing sight of our purpose—making it 
easier for everyone to create wealth and keep it.

Strategy is choice.

Ours is guided by three questions:

1. Does this move us closer to our ambitions, including          
    being a Top 40 company?

2. Does it stretch us beyond what we already know
    we can achieve?

3. Will clients, partners, and shareholders feel the impact
    when we succeed?

Our ambitions are anchored to our value drivers—we build only what compounds.

LETTER FROM THE CEO CONTINUED
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Gratitude

To Team Easy, who show up every day to make tomorrow’s investing easier—thank you.

�7�R���R�X�U���S�D�U�W�Q�H�U�V�����H�V�S�H�F�L�D�O�O�\���W�K�H���4�Q�D�Q�F�L�D�O���V�H�U�Y�L�F�H�V���J�L�D�Q�W�V���Z�K�R���R�S�H�Q���W�K�H�L�U���S�O�D�W�I�R�U�P�V���D�Q�G���W�K�H�L�U���W�U�X�V�W���W�R���X�V���W�K�D�Q�N��
you.

To our shareholders, for your incredible support and the long game—thank you.

To our Board, for your guidance, governance, and belief in our purpose—thank you for helping us steer the 
long course with clarity and conviction.

And to our clients, +1 million reasons to celebrate—thank you for choosing Easy. We’ll keep earning it.

�$�V�� �Z�H�� �F�O�R�V�H�� �)�<�������� �W�K�H�� �4�U�V�W�� �\�H�D�U�� �R�I�� �R�X�U�� �V�H�F�R�Q�G�� �G�H�F�D�G�H���� �Z�H�� �O�R�R�N�� �D�K�H�D�G�� �Z�L�W�K�� �E�R�O�G�� �D�P�E�L�W�L�R�Q�� �D�Q�G�� �T�X�L�H�W��
discipline—the combination that compounds. We have the team, the platform, the partners, the plan, and the 
purpose to keep extending our stride—responsibly and durably.

Take it Easy,

Charles Savage
CEO, Purple Group
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Enablement is how we work at EasyEquities. It is the discipline of helping others succeed – our people, our 
partners and our clients. It is about removing friction, providing clarity and creating the conditions for 
performance. It is a privilege to help drive this across our ecosystem as we continue to grow with purpose.

Enabling People to Thrive

�2�X�U���S�H�R�S�O�H���U�H�P�D�L�Q���R�X�U���J�U�H�D�W�H�V�W���G�L�•�H�U�H�Q�W�L�D�W�R�U�����:�H���H�Q�G�H�G���W�K�H���\�H�D�U���Z�L�W�K�����������W�H�D�P���P�H�P�E�H�U�V���D�F�U�R�V�V���6�R�X�W�K���$�I�U�L�F�D����
�1�D�P�L�E�L�D�����3�R�U�W�X�J�D�O���D�Q�G���W�K�H���3�K�L�O�L�S�S�L�Q�H�V�������D�Q�������������L�Q�F�U�H�D�V�H���\�H�D�U���R�Q���\�H�D�U�����7�K�H���D�Y�H�U�D�J�H���D�J�H���L�V���������D�Q�G���J�H�Q�G�H�U���S�D�U�L�W�\��
�L�Q���6�R�X�W�K���$�I�U�L�F�D���U�H�D�F�K�H�G�����������������7�K�H�V�H���V�W�D�W�V���V�K�R�Z���X�V���I�R�F�X�V�L�Q�J���R�Q���G�L�Y�H�U�V�L�W�\�����F�R�Q�W�D�L�Q�L�Q�J���F�R�V�W�V���D�Q�G���E�D�O�D�Q�F�L�Q�J���W�K�H��
new with experience.

�7�X�U�Q�R�Y�H�U���G�H�F�O�L�Q�H�G���E�\���������������D�W�W�U�L�W�L�R�Q���I�H�O�O���������������U�H�W�H�Q�W�L�R�Q���U�R�V�H�������������D�Q�G���D�Y�H�U�D�J�H���W�H�Q�X�U�H���L�Q�F�U�H�D�V�H�G���������������7�K�H�V�H��
�L�P�S�U�R�Y�H�P�H�Q�W�V���U�H�5�H�F�W���J�U�R�Z�L�Q�J���F�R�Q�4�G�H�Q�F�H���L�Q���W�K�H���R�U�J�D�Q�L�V�D�W�L�R�Q�����D���P�D�W�X�U�L�Q�J���F�X�O�W�X�U�H���D�Q�G���D���P�R�U�H���V�W�D�E�O�H���W�H�D�P��
�:�H�� �U�H�G�X�F�H�G�� �U�H�F�U�X�L�W�P�H�Q�W�� �F�R�V�W�V�� �V�L�J�Q�L�4�F�D�Q�W�O�\�� �E�\�� �K�L�U�L�Q�J�� �S�H�R�S�O�H�� �I�U�R�P�� �Z�L�W�K�L�Q�� �R�X�U�� �F�R�P�P�X�Q�L�W�\�� ���� �L�Q�G�L�Y�L�G�X�D�O�V�� �Z�K�R��
�D�O�U�H�D�G�\���X�V�H���R�X�U���S�U�R�G�X�F�W�V���D�Q�G���X�Q�G�H�U�V�W�D�Q�G���R�X�U���Y�D�O�X�H�V�����7�K�H�\���M�R�L�Q���D�V���D�G�Y�R�F�D�W�H�V���Z�K�R���K�H�O�S���J�U�R�Z���E�R�W�K���R�X�U���F�X�O�W�X�U�H��
and our client base.

�:�H�� �F�R�Q�W�L�Q�X�H�� �W�R�� �V�X�E�V�L�G�L�V�H�� �E�H�Q�H�4�W�V�� �V�X�F�K�� �D�V�� �J�D�S�� �F�R�Y�H�U�� �D�Q�G�� �G�L�V�D�E�L�O�L�W�\�� �L�Q�V�X�U�D�Q�F�H�� �D�Q�G�� �P�D�L�Q�W�D�L�Q�� �D�� �5�H�[�L�E�O�H��
work-from-home approach. Our culture rewards people who are self-starters, proactive communicators and 
�D�F�F�R�X�Q�W�D�E�O�H���I�R�U���U�H�V�X�O�W�V�����–�W���L�V���Q�R�W���I�R�U���H�Y�H�U�\�R�Q�H���D�Q�G���W�K�D�W���L�V���G�H�O�L�E�H�U�D�W�H�����:�H���Z�D�Q�W���S�H�R�S�O�H���Z�K�R���D�U�H���H�Q�J�D�J�H�G�����D�O�L�J�Q�H�G��
to our purpose and committed to high performance.

�:�H���U�D�Q���������O�H�D�U�Q�H�U�V�K�L�S�V���D�Q�G���4�O�O�H�G�����������R�I���Y�D�F�D�Q�F�L�H�V���L�Q�W�H�U�Q�D�O�O�\�����:�H�O�O�Q�H�V�V���H�Q�J�D�J�H�P�H�Q�W���L�Q�F�U�H�D�V�H�G�����������D�V���R�X�U���W�H�D�P��
continues to focus on their own physical and mental well-being while delivering excellence.

�2�X�U���3�H�R�S�O�H���W�H�D�P���D�G�Y�D�Q�F�H�G���D�X�W�R�P�D�W�L�R�Q���D�Q�G���$�–���G�U�L�Y�H�Q���W�R�R�O�V�����P�R�G�H�U�Q�L�V�H�G���S�R�O�L�F�L�H�V���D�Q�G���L�P�S�U�R�Y�H�G���U�H�S�R�U�W�L�Q�J���D�Q�G��
�G�H�F�L�V�L�R�Q���P�D�N�L�Q�J���� �7�K�H�� �U�H�V�X�O�W�� �L�V�� �J�U�H�D�W�H�U�� �H�]�F�L�H�Q�F�\���� �V�W�U�R�Q�J�H�U�� �F�R�Q�W�U�R�O�V�� �D�Q�G�� �E�H�W�W�H�U�� �Y�L�V�L�E�L�O�L�W�\�� �L�Q�W�R�� �R�X�U�� �Z�R�U�N�I�R�U�F�H����
�7�K�H�V�H���L�Q�L�W�L�D�W�L�Y�H�V���E�X�L�O�G���W�K�H���I�R�X�Q�G�D�W�L�R�Q���I�R�U���V�X�V�W�D�L�Q�D�E�O�H���V�F�D�O�H���D�Q�G���F�R�Q�W�L�Q�X�H�G���W�D�O�H�Q�W���J�U�R�Z�W�K��

Enabling Brand, Community and Connection

From our earliest days, we have built our brand on transparency, storytelling and trust. Every campaign is 
�J�X�L�G�H�G���E�\���G�D�W�D�����V�K�D�S�H�G���E�\���F�U�H�D�W�L�Y�H���L�Q�V�L�J�K�W���D�Q�G���H�[�H�F�X�W�H�G���Z�L�W�K���S�U�H�F�L�V�L�R�Q�����:�H���O�H�D�U�Q���T�X�L�F�N�O�\���I�U�R�P���P�L�V�W�D�N�H�V���D�Q�G��
communicate openly with our community.

�2�X�U���F�R�U�H���R�Q�E�R�D�U�G�L�Q�J���Z�R�U�N�5�R�Z�V���G�H�O�L�Y�H�U�H�G���F�O�H�D�U���U�H�V�X�O�W�V�����:�L�W�K�L�Q���������G�D�\�V���R�I���)�–�&�$���Y�H�U�L�4�F�D�W�L�R�Q�������������R�I���Q�H�Z���X�V�H�U�V��
�I�X�Q�G�H�G���W�K�H�L�U���D�F�F�R�X�Q�W�V�����2�I���W�K�R�V�H���Z�K�R���I�X�Q�G�H�G�������������P�D�G�H���W�K�H�L�U���4�U�V�W���L�Q�Y�H�V�W�P�H�Q�W���Z�L�W�K�L�Q���������G�D�\�V���D�Q�G�����������Z�H�Q�W���R�Q��
�W�R���P�D�N�H���P�X�O�W�L�S�O�H���L�Q�Y�H�V�W�P�H�Q�W�V�����7�K�H�V�H���Q�X�P�E�H�U�V���D�U�H���Z�H�O�O���D�E�R�Y�H���R�X�U���L�Q�G�X�V�W�U�\���S�H�H�U�V��

�7�K�U�R�X�J�K���U�H�D�F�W�L�Y�D�W�L�R�Q���F�D�P�S�D�L�J�Q�V�����R�Y�H�U�����������������S�U�H�Y�L�R�X�V�O�\���U�H�J�L�V�W�H�U�H�G���X�V�H�U�V���F�R�Q�Y�H�U�W�H�G���W�R���I�X�Q�G�H�G���D�F�F�R�X�Q�W�V�����Z�L�W�K��
�F�R�Q�Y�H�U�V�L�R�Q���U�D�W�H�V���R�I���������������Z�H�O�O���D�E�R�Y�H���S�U�L�R�U���E�H�Q�F�K�P�D�U�N�V�����7�K�H���Y�H�U�\���V�X�F�F�H�V�V�I�X�O���5�H�W�L�U�H�P�H�Q�W���)�X�Q�G���6�Z�L�W�F�K���I�R�U���&�D�V�K��
�F�D�P�S�D�L�J�Q���F�R�P�S�O�H�W�H�G���Q�H�D�U�O�\�����������W�U�D�Q�V�I�H�U�V���D�P�R�X�Q�W�L�Q�J���W�R���Q�H�D�U�O�\���5���������P�L�O�O�L�R�Q���L�Q���Q�H�Z���I�X�Q�G�V���D�V���D�W���4�Q�D�Q�F�L�D�O���\�H�D�U��
�H�Q�G�����Z�L�W�K���D�Q���D�G�G�L�W�L�R�Q�D�O���5���������P�L�O�O�L�R�Q���L�Q���S�U�R�J�U�H�V�V���D�W���W�K�H���W�L�P�H���R�I���Z�U�L�W�L�Q�J�����7�K�L�V���F�D�P�S�D�L�J�Q���V�H�U�Y�H�G���D�V���W�K�H���E�O�X�H�S�U�L�Q�W��
�I�R�U���R�X�U���F�X�U�U�H�Q�W���%�U�L�Q�J���–�W���$�O�O���+�R�P�H���L�Q�L�W�L�D�W�L�Y�H���D�Q�G���K�D�V���V�H�W���X�V���R�Q���W�K�H���S�D�W�K���W�R���K�D�Y�L�Q�J���5���������E�L�O�O�L�R�Q���L�Q���F�O�L�H�Q�W���D�V�V�H�W�V���R�Q��
the platform in the current reporting period. Massive congrats to all involved.

Carel Nolte
Chief Enablement Officer, Purple Group
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�%�H�W�Z�H�H�Q�� �6�H�S�W�H�P�E�H�U�� ���������� �D�Q�G�� �$�X�J�X�V�W�� ������������ �Z�H�� �V�H�Q�W�� ������ �P�L�O�O�L�R�Q�� �H�P�D�L�O�V�� �Z�L�W�K�� �D�Q�� �R�S�H�Q�� �U�D�W�H�� �R�I�� ������������ �D�Q�G�� �D��
�F�O�L�F�N���W�K�U�R�X�J�K���U�D�W�H���R�I�����������:�H�E�V�L�W�H���Y�L�H�Z�V���J�U�H�Z�����������W�R�����������P�L�O�O�L�R�Q�����D�Y�H�U�D�J�H���W�L�P�H���R�Q���S�D�J�H���Z�D�V�����������P�L�Q�X�W�H�V���D�Q�G���E�O�R�J��
�Y�L�H�Z�V�� �Q�H�D�U�O�\�� �G�R�X�E�O�H�G���� �2�X�U�� �F�R�Q�W�H�Q�W�� �L�V�� �Q�R�Z���� �I�R�U�� �P�D�Q�\�� �L�Q�� �W�K�H�� �4�Q�D�Q�F�L�D�O�� �Z�R�U�O�G���� �W�K�H�� �W�U�X�V�W�H�G�� �S�O�D�F�H�� �W�R�� �J�R�� �D�Q�G�� �R�X�U��
numbers are competing favourably with traditional media.

�7�K�U�R�X�J�K���R�X�U���F�X�V�W�R�P���&�5�0���D�Q�G���&�0�6���L�Q�W�H�J�U�D�W�L�R�Q���Z�L�W�K���W�K�H���O�D�W�H�V�W���$�–���W�R�R�O�V�����Z�H���F�D�Q���Q�R�Z���G�H�O�L�Y�H�U���K�\�S�H�U���S�H�U�V�R�Q�D�O�L�V�H�G��
content and product recommendations automatically, and at scale. Our team is leading the game here and 
delivering beyond expectations.

Behind these outcomes are data analysts, engineers, brand specialists and client experience teams whose 
�F�R�P�E�L�Q�H�G���H�•�R�U�W���P�D�N�H�V���W�K�L�V���S�R�V�V�L�E�O�H�����7�R���D�O�O���Z�K�R���F�R�Q�W�U�L�E�X�W�H���E�H�K�L�Q�G���W�K�H���V�F�H�Q�H�V�����W�K�D�Q�N���\�R�X��

�2�X�U�� �S�K�L�O�R�V�R�S�K�\�� �U�H�P�D�L�Q�V�� �F�O�H�D�U���� �W�K�H�� �E�H�V�W�� �P�D�U�N�H�W�L�Q�J�� �E�X�G�J�H�W�� �L�V�� �]�H�U�R���� �:�K�H�Q�� �W�K�H�� �S�U�R�G�X�F�W�� �L�V�� �V�W�U�R�Q�J���� �H�[�H�F�X�W�L�R�Q�� �L�V��
�H�[�F�H�O�O�H�Q�W���D�Q�G���W�K�H���F�R�P�P�X�Q�L�W�\���W�U�X�V�W�V���X�V�����J�U�R�Z�W�K���W�D�N�H�V���F�D�U�H���R�I���L�W�V�H�O�I�����$���V�L�J�Q�L�4�F�D�Q�W���V�K�D�U�H���R�I���Q�H�Z���F�O�L�H�Q�W�V���F�R�Q�W�L�Q�X�H�V��
�W�R���F�R�P�H���I�U�R�P���U�H�I�H�U�U�D�O�V���Z�L�W�K�L�Q���R�X�U���F�R�P�P�X�Q�L�W�\�����7�K�D�W���L�V���V�R�P�H�W�K�L�Q�J���Z�H���G�R���Q�R�W���W�D�N�H���I�R�U���J�U�D�Q�W�H�G���D�Q�G���Z�R�U�N���K�D�U�G���W�R��
nurture.

�3�D�U�W�Q�H�U�V�K�L�S�V�� �Z�L�W�K�� �6�D�W�U�L�[���� �'�L�V�F�R�Y�H�U�\�� �%�D�Q�N���� �&�D�S�L�W�H�F���� �7�H�O�N�R�P�� �D�Q�G�� �R�W�K�H�U�V�� �K�D�Y�H�� �G�H�O�L�Y�H�U�H�G�� �V�X�S�H�U�E�� �U�H�V�X�O�W�V���� �G�U�L�Y�L�Q�J��
�E�R�W�K���Q�H�Z���F�O�L�H�Q�W���D�F�T�X�L�V�L�W�L�R�Q���D�Q�G���L�Q�F�U�H�D�V�H�G���D�Y�H�U�D�J�H���U�H�Y�H�Q�X�H���S�H�U���X�V�H�U�����7�K�H���S�D�U�W�Q�H�U�V�K�L�S���W�H�D�P���K�D�V���S�O�D�\�H�G���D���F�H�Q�W�U�D�O��
role in enabling this success and remains a valuable enabler in our future growth plans.

Enablement also happens through sponsorships that connect our brand to the communities we serve – the 
�7�(�5�5�(�;���2�W�W�H�U���7�U�D�L�O���5�X�Q���S�U�H�V�H�Q�W�H�G���E�\���(�D�V�\�(�T�X�L�W�L�H�V�����7�(�5�5�(�;���L�V���R�Z�Q�H�G���E�\���$�G�L�G�D�V�����D�Y�D�L�O�D�E�O�H���L�Q���\�R�X�U���(�8�5���Z�D�O�O�H�W�������W�K�H��
�7�R�\�R�W�D���:�R�R�U�G�I�H�H�V���Z�K�H�U�H���Z�H���V�S�R�Q�V�R�U���W�K�H���Z�U�L�W�H�U�V�����I�H�V�W�L�Y�D�O�����7�R�\�R�W�D���U�H�W�L�U�H�P�H�Q�W���I�X�Q�G�V���D�U�H���S�D�U�W�O�\���P�D�Q�D�J�H�G���E�\���R�X�U��
�(�D�V�\�5�H�W�L�U�H���W�H�D�P�������(�D�V�\�(�T�X�L�W�L�H�V���%�R�U�Q���5�X�Q���D�Q�G���3�D�E�O�R���&�O�D�U�N���5�D�F�L�Q�J���D�P�R�Q�J���W�K�H�P�����7�K�H�V�H���H�Y�H�Q�W�V���U�H�5�H�F�W���R�X�U���Y�D�O�X�H�V��
�R�I���S�H�U�I�R�U�P�D�Q�F�H�����L�Q�F�O�X�V�L�R�Q���D�Q�G���V�K�D�U�H�G���S�U�R�J�U�H�V�V�����0�D�Q�\���S�D�U�W�L�F�L�S�D�Q�W�V���D�U�H���R�X�U���F�O�L�H�Q�W�V���D�Q�G���S�D�U�W�Q�H�U�V�����7�K�H���H�F�R�V�\�V�W�H�P��
is real and alive.

Enabling Purpose and Progress

Enablement is alignment in action. It ensures that every person, process and initiative contributes to our 
shared mission: to democratise wealth creation.

�$�V���&�K�D�U�O�H�V���6�D�Y�D�J�H���V�H�W���R�X�W���L�Q���K�L�V���&�(�2���P�H�V�V�D�J�H�����W�K�H���\�H�D�U���D�K�H�D�G���G�H�P�D�Q�G�V���V�F�D�O�H�����S�U�R�4�W�D�E�L�O�L�W�\���D�Q�G���O�H�D�G�H�U�V�K�L�S�����2�X�U��
task is to translate those ambitions into behaviour – clear communication, disciplined execution and 
measurable delivery.

�:�H�� �K�D�Y�H�� �P�D�G�H�� �S�U�R�J�U�H�V�V�� �D�Q�G�� �W�K�H�U�H�� �L�V�� �P�R�U�H�� �W�R�� �G�R���� �7�U�X�H�� �H�Q�D�E�O�H�P�H�Q�W�� �L�V�� �Q�H�Y�H�U�� �4�Q�L�V�K�H�G���� �–�W�� �U�H�T�X�L�U�H�V�� �F�X�U�L�R�V�L�W�\����
�U�H�V�L�O�L�H�Q�F�H���D�Q�G���F�R�Q�V�L�V�W�H�Q�F�\�����:�H���P�R�Y�H���I�R�U�Z�D�U�G���Z�L�W�K���P�R�P�H�Q�W�X�P�����S�X�U�S�R�V�H���D�Q�G���E�H�O�L�H�I��

Enablement with meaning and intent remains our guide – helping others grow so that together, we can 
�F�R�Q�W�L�Q�X�H���W�R���P�D�N�H���L�Q�Y�H�V�W�L�Q�J���H�D�V�\�����L�Q�F�O�X�V�L�Y�H���D�Q�G���W�U�D�Q�V�I�R�U�P�D�W�L�Y�H���I�R�U���R�X�U���5���������P�L�O�O�L�R�Q���D�Q�G���R�X�U���5�������U�D�Q�G���F�O�L�H�Q�W�V����
�:�K�D�W���D���S�U�L�Y�L�O�H�J�H��

LETTER FROM CHIEF ENABLEMENT 
OFFICER CONTINUED
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• Login splash screen introduced

• EasyProtect 2.0 unveiled: discounted premiums, age 
eligibility raised to 50, maximum insured value doubled 
from R2 million to R4 million, Adumo integration for 
automated recurring payments

• EasyCrypto direct registered clients crosses the 100,000 
mark

• EasyRetire RISE secures two new asset management 
mandates

• Boxer Expression of Interest made available to investors, 
attracting 2,194 clients with total expressions of interest 
of R18 million

• EasyRetire RISE secures a new asset management 
mandate

• EasyETFs Balanced Actively Managed ETF listed

• EasyETFs Global Equity Actively Managed ETF listed

NOV ‘24

• EasyTrader launched to initial client group

• 2 new cryptocurrencies added: Gala, Toncoin

SEPT ‘24

• Retail Retirement Wallets reach R1 billion in client assets

• �1�H�Z���F�U�\�S�W�R�F�X�U�U�H�Q�F�\���D�G�G�H�G�����2�•�F�L�D�O���7�U�X�P�S

• Retail Retirement wallets reach 10,000 active clients

• EasyRetire RISE Money Market, CPI +3%, CPI +5%, and 
CPI+7% portfolios score in top quartile over 1, 3 and 5 
year periods relative to industry peers

JAN ‘25

• 7 new cryptocurrencies added: Aave, Aptos, Bittensor, 
Filecoin, Optimism, Render, Sui

• EasyBonds added to Retirement Wallets

• RA Switch for Cash campaign launched, surpassing R100 
million in new transfers initiated

• EasyETFs AI World Actively Managed ETF listed

• EasyCredit loan rollover functionality implemented

• EasyRetire RISE secures a new asset management 
mandate

OCT ‘24

• EasyProtect achieves R100 million value insured

• 14 new cryptocurrencies added: Act I: The AI Prophecy, 
Arbitrum, Arweave, Celestia, EOS Network, Ethena, 
Injective, IOTA, IOTA, Lido DAO, Peanut the Squirrel, Sei, 
Starknet, Tezos, THORChain

• Over 20,000 AI Baskets generated since inception

• Capitec Live Better campaign launched with EasyEquities 
integration

DEC ‘24

• EasyMortgages launched

• EasyEquities secures regulatory approval from the 
Kenyan Capital Markets Authority (CMA) for its 
partnership with Sterling Capital

• EasyBonds added to EasyCredit qualifying collateral

• EasyCredit advances past R10 million in total value of 
loans issued

• EasyBonds NAV goes above R100 million

FEB ‘25

Highlight Reel

HIGHLIGHT REEL
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• EasyCredit reaches 1,000 loans issued 

• EasyProtect secures R200 million in insured value

• EasyCrypto registered clients crosses the 100,000 mark

• TFSA Wallet sets a new monthly deposit record with 
R213 million in March 2025

• 12 new cryptocurrencies added to EasyCrypto, bringing 
the total to 77 individual coins

MAR ‘25

• EasyCrypto direct active clients surpasses 50,000

• EasyRetire RISE secures a new asset management 
mandate

• Payments gateway goes live, enabling Instant EFTs and 
card payments via Apple Pay, Google Pay and Capitec 
Pay

APR ‘25

• EasyCrypto direct client assets reach R1 billion, with total 
crypto client asset value over R2 billion

• �(�D�V�\�3�U�R�S�H�U�W�L�H�V���F�O�R�V�H�V���L�W�V���‹�U�V�W���S�U�R�S�H�U�W�\���G�H�Y�H�O�R�S�P�H�Q�W��
equity IPO, 164 Eccleston

• EasyBonds passes 30,000 unique investors since its 
launch

• Retail Retirement Wallets have a record month for 
successful transfers-in completed of R46.2 million

• Capitec surpasses 200,000 active clients on EasyEquities

• Capitec breakout to EasyEquities app launches - giving 
Capitec Widget clients access to EasyEquities’ full product 
suite

• EasyETFs attracts 50,000 unique investors on the 
EasyEquities platform across its 3 AMETFs 

JULY ‘25

• EasyCredit introduces 30-day interest free feature

• �(�D�V�\�0�R�U�W�J�D�J�H�V���U�H�D�F�K�H�V���R�Y�H�U���������������S�U�R�‹�O�H�V���F�U�H�D�W�H�G���D�Q�G��
over 2,700 pre-approvals

MAY ‘25

• EasyCrypto launches an AI developer productivity pilot, 
improving  development speed and code consistency.

• Over 40,000 AI Baskets generated since inception

• Discovery Bank client assets on EasyEquities climb to 
R500 million

• EasyETFs celebrates R1 billion in total AUM

• Retail client assets reach R50 billion

JUNE ‘25

• �(�D�V�\�3�U�R�S�H�U�W�L�H�V���G�H�E�X�W�V���L�W�V���‹�U�V�W���U�H�W�D�L�O���S�U�R�S�H�U�W�\���,�3�2����
Platinum Square

• EasyMortgages tops R200 million in submitted bond 
applications

• AI Baskets launches multi-currency baskets, expanding 
from USD only to ZAR, GBP, AUD & EUR

• Capitec posts a record R50 million deposit month on 
EasyEquities

• New monthly retail deposit record of R1.17 billion

• EasyTrader grows to 10,000 registered clients

AUG ‘25

HIGHLIGHT REEL CONTINUED
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Empowering Investors in a Shifting Macro Climate

�)�<�������Z�D�V���P�D�U�N�H�G���E�\���F�D�X�W�L�R�X�V���R�S�W�L�P�L�V�P���L�Q���W�K�H���L�Q�Y�H�V�W�P�H�Q�W���O�D�Q�G�V�F�D�S�H�����*�O�R�E�D�O���L�Q�5�D�W�L�R�Q�D�U�\���S�U�H�V�V�X�U�H�V���H�D�V�H�G���D�Q�G��
interest rates began to decrease creating a more supportive environment for retail investors. Within this 
context, EasyEquities advanced its mission to democratise investing by delivering bold product innovation, 
�L�Q�W�H�O�O�L�J�H�Q�W���D�X�W�R�P�D�W�L�R�Q�����D�Q�G���G�H�H�S�O�\���L�Q�W�H�J�U�D�W�H�G���4�Q�D�Q�F�L�D�O���W�R�R�O�V��

�3�R�V�L�W�L�R�Q�H�G���D�W���W�K�H���F�R�U�H���R�I���3�X�U�S�O�H���*�U�R�X�S���V���4�Q�W�H�F�K���H�F�R�V�\�V�W�H�P�����(�D�V�\�(�T�X�L�W�L�H�V���F�R�Q�W�L�Q�X�H�G���W�R���V�F�D�O�H���L�W�V���P�X�O�W�L�S�U�R�G�X�F�W��
�S�O�D�W�I�R�U�P���� �R�•�H�U�L�Q�J�� �V�H�D�P�O�H�V�V�� �D�F�F�H�V�V�� �W�R�� �H�T�X�L�W�L�H�V���� �F�U�\�S�W�R���� �S�U�R�S�H�U�W�\���� �E�R�Q�G�V���� �D�Q�G�� �U�H�W�L�U�H�P�H�Q�W�� �V�D�Y�L�Q�J�V���� �2�X�U��
product-led strategy sharpened focus on user retention, cross-sell value, and lifecycle automation, anchoring 
revenue growth in user behaviours, not just acquisition.

Product & Platform Performance

Across the Group, platform momentum accelerated:

• Retail active clients grew to 1,146,475 (+16%), with EasyCrypto direct clients (+96%), EasyRetire Retail (+54%),  
  and EasyBonds (+169% growth in unique investors) delivering outsized gains.

�����&�O�L�H�Q�W���D�V�V�H�W�V���V�X�U�J�H�G���D�F�U�R�V�V���Y�H�U�W�L�F�D�O�V�����(�D�V�\�(�T�X�L�W�L�H�V���U�H�W�D�L�O���R�•�V�K�R�U�H���D�V�V�H�W�V���U�R�V�H���W�R���5���������E�L�O�O�L�R�Q�������������������Z�K�L�O�H����
  EasyCrypto reached circa. R2 billion (+127%), and EasyRetire Retail increased by 76% to R1.5 billion.

• Platform revenue was driven by embedded income streams, with execution revenue up 44%, Thrive up 12%,  
  and EasyCredit starting to make a contribution .

Infrastructure enhancements included the .NET 8 migration, API readiness for advisor onboarding and portal 
enablement, together with our microservice front-end enhancements that enables scalability. These shifts 
form the bedrock for future scalability.

�7�K�H���F�R�U�H���S�O�D�W�I�R�U�P���F�R�Q�W�L�Q�X�H�G���W�R���F�R�P�S�R�X�Q�G���Y�D�O�X�H���W�K�U�R�X�J�K���E�X�Q�G�O�H�G���S�U�R�G�X�F�W�V�����S�D�U�W�Q�H�U���L�Q�5�R�Z�V�����6�D�W�U�L�[�����'�L�V�F�R�Y�H�U�\��
& Capitec), and Thrive-linked loyalty mechanics. ARPU gains were strongest among long-tenure cohorts, 
reinforcing the importance of early funded acquisition.

Chief Product Officer Commentary

Retail active clients
1,146,475 Clients

EasyEquities retail offshore assets R9.7 billion (+53%)
EasyCrypto increased to R2 billion (+127%)
EasyRetire Retail increased to R1.5 billion (+76%) 

+16%

EasyCrypto

Execution revenue up 44%Execution revenue up 44%

Direct Clients

+96%

EasyRetire
Retail Clients

+54%

EasyBonds
Unique Investors

+169%

Almero Oosthuizen
Chief Product Officer

EasyEquities | Purple Group

OUR BUSINESS
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Financial Advisors: Enabling Holistic Wealth Journeys

�)�<������ �P�D�U�N�H�G�� �D�� �S�L�Y�R�W�D�O�� �V�K�L�I�W�� �L�Q�� �(�D�V�\�(�T�X�L�W�L�H�V���� �H�Y�R�O�X�W�L�R�Q�� �I�U�R�P�� �D�� �'�–�<���R�Q�O�\�� �S�O�D�W�I�R�U�P�� �W�R�� �D�� �F�R�P�S�U�H�K�H�Q�V�L�Y�H�� �Z�H�D�O�W�K��
�V�R�O�X�W�L�R�Q���W�K�D�W���L�Q�F�O�X�G�H�V���4�Q�D�Q�F�L�D�O���D�G�Y�L�V�R�U�V���D�Q�G���L�Q�W�H�U�P�H�G�L�D�W�H�G���F�O�L�H�Q�W�V��

�5�H�F�R�J�Q�L�V�L�Q�J�� �W�K�H�� �J�U�R�Z�L�Q�J�� �Q�H�H�G�� �I�U�R�P�� �E�R�W�K�� �F�O�L�H�Q�W�V�� �D�Q�G�� �D�G�Y�L�V�R�U�V�� �I�R�U�� �X�Q�L�4�H�G�� �D�V�V�H�W�� �Y�L�H�Z�V���� �Z�H�� �L�Q�L�W�L�D�W�H�G�� �W�K�H��
development of advisor-facing infrastructure that brings together advised and self-directed investments into a 
single platform. This will enable users to track, manage, and grow their entire portfolio, from RA contributions 
to crypto baskets, with their advisor as an integrated partner.

Key progress includes:

• API integration mapping, UX design, and advisor-facing components now in development.

�����7�K�H���4�U�V�W���F�R�K�R�U�W���R�I���D�G�Y�L�V�R�U�V���L�V���H�[�S�H�F�W�H�G���W�R���J�R���O�L�Y�H���E�\���$�S�U�L�O���������������P�D�U�N�L�Q�J���D���P�D�M�R�U���P�L�O�H�V�W�R�Q�H���L�Q���S�O�D�W�I�R�U�P������
�����G�L�Y�H�U�V�L�4�F�D�W�L�R�Q���D�Q�G���D�G�Y�L�V�R�U���O�H�G���J�U�R�Z�W�K��

This is an exciting new chapter for EasyEquities, delivering our customers and their advisors a seamless, 
modern investment experience rooted in trust, transparency, and long-term value.

User Value and Impact

Customer feedback across campaigns highlights growing trust and habit formation, particularly in retirement 
and crypto segments.

�(�D�V�\�(�T�X�L�W�L�H�V���S�U�R�G�X�F�W�V���F�R�Q�W�L�Q�X�H���W�R���X�Q�O�R�F�N���4�Q�D�Q�F�L�D�O���G�L�J�Q�L�W�\���W�K�U�R�X�J�K���(�D�V�\�(�T�X�L�W�L�H�V���S�U�R�G�X�F�W�V���F�R�Q�W�L�Q�X�H���W�R���X�Q�O�R�F�N���4�Q�D�Q�F�L�D�O���G�L�J�Q�L�W�\���W�K�U�R�X�J�K��

Empowerment
Fractionalisation,

low fees, and loyalty
rebates through Thrive.

Accessibility
Seamless onboarding,

cross-device experiences,
and partner integrations.

Empowerment
Client education (CPD, Thrive

lessons), AI nudges, and
support agents embedded

across the platform.

OUR BUSINESS CONTINUED
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Forward-Looking Outlook

As we enter FY26, our focus shifts from growth to durability:

�����7�K�U�L�Y�H���9�����Z�L�O�O���H�P�E�H�G���O�R�\�D�O�W�\���L�Q�W�R���H�Y�H�U�\�G�D�\���S�U�R�G�X�F�W���X�V�H��

• Advisor Portal will expand distribution into wealth intermediaries.

• AI Baskets, tokenised bundles, and smart onboarding journeys will personalise investing at scale.

• We will continue to strengthen core infrastructure, compliance tooling, and payments microservices to serve  
  future growth.

All of this ladders up to our mission: to make investing easy, accessible, and fun.

Closing Note

FY25 closed with record user numbers, rising client assets, and a product ecosystem that is as broad as it is 
deep. Across equities, properties, crypto, retirement, and credit. EasyEquities is not just building a platform, but 
reshaping access to wealth for generations.

We remain relentlessly focused on product-led growth, and the work we’ve done this year sets the stage for an 
even more impactful FY26.

OUR BUSINESS CONTINUED
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Fast when it counts,
Steady when it matters.

OUR BUSINESS CONTINUED
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Review of FY25: Scale, Trust, and a Broader Base

FY25 was a year of momentum and maturity for EasyCrypto. We entered the period with optimism and ended 
�L�W���Z�L�W�K���S�U�R�R�I�������S�U�R�R�I���R�I���V�F�D�O�H�����U�H�V�L�O�L�H�Q�F�H�����D�Q�G���F�O�L�H�Q�W���F�R�Q�4�G�H�Q�F�H��

What began as a retail-driven crypto platform has now evolved into a trusted, multi-channel digital-asset 
business embedded across the EasyGroup ecosystem.

Review of FY25: Scale, Trust, and a Broader Base

�(�Y�H�Q���D�I�W�H�U���W�K�H���'�H�F�H�P�E�H�U���-�D�Q�X�D�U�\���V�X�U�J�H�����P�R�Q�W�K�O�\���G�H�S�R�V�L�W�V���V�W�D�E�L�O�L�V�H�G���E�H�W�Z�H�H�Q���5�������P�L�O�O�L�R�Q���D�Q�G���5�������P�L�O�O�L�R�Q������
�F�R�Q�4�U�P�L�Q�J���W�K�D�W���(�D�V�\�&�U�\�S�W�R���K�D�V���P�R�Y�H�G���E�H�\�R�Q�G���F�\�F�O�L�F�D�O���W�U�D�G�L�Q�J���L�Q�W�R���V�X�V�W�D�L�Q�H�G���Z�H�D�O�W�K���S�D�U�W�L�F�L�S�D�W�L�R�Q��

Revenue growth was broad-based:

• Trading & Execution Revenue:
�����5�������P�L�O�O�L�R�Q���������������������G�U�L�Y�H�Q���E�\���U�H�F�R�U�G���W�U�D�G�L�Q�J���Y�R�O�X�P�H�V�����W�L�J�K�W�H�U���V�S�U�H�D�G�V�����D�Q�G���L�Q�F�U�H�D�V�H�G���D�G�R�S�W�L�R�Q���D�Q�G���W�U�D�G�L�Q�J����
  of individual coins on the EasyCrypto direct platform.

• Management Fee Revenue:
�����5�����������P�L�O�O�L�R�Q���������������������U�H�5�H�F�W�L�Q�J���K�L�J�K�H�U���$�8�0���D�Q�G���F�O�L�H�Q�W���D�V�V�H�W���U�H�W�H�Q�W�L�R�Q��

�'�L�U�H�F�W���D�F�W�L�Y�H���F�O�L�H�Q�W�V�������������������������������'�L�U�H�F�W���F�O�L�H�Q�W���D�Y�H�U�D�J�H���Z�D�O�O�H�W���V�L�]�H�����/���5��������������

Total EasyCrypto NAV (incl. EasyCrypto bundles on EasyEquities): R1.99 billion

�'�L�U�H�F�W���F�O�L�H�Q�W���1�$�9�����5�������������E�L�O�O�L�R�Q����������������FY25 total revenue: R 65 million (+79%)

Earl Loxton
CEO, EasyCrypto
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Looking Ahead: FY26 — Leadership Through Legitimacy

FY26 will extend EasyCrypto’s role from a retail access point to a regulated, institution-ready investment 
platform.

1. The EasyCrypto ETF — Bridging Digital Assets and Capital Markets

Together with our own EasyETFs, we are developing the EasyCrypto ETF, targeted for FY26 launch (subject to 
regulatory approval).

�7�K�L�V�� �Z�L�O�O�� �E�H�� �6�R�X�W�K�� �$�I�U�L�F�D���V�� �4�U�V�W�� �O�L�V�W�H�G���� �)�6�&�$���U�H�J�X�O�D�W�H�G�� �F�U�\�S�W�R�� �S�R�U�W�I�R�O�L�R�� ���� �R�•�H�U�L�Q�J�� �L�Q�Y�H�V�W�R�U�V�� �W�U�D�Q�V�S�D�U�H�Q�W����
�H�[�F�K�D�Q�J�H���W�U�D�G�H�G���H�[�S�R�V�X�U�H���W�R���D���G�L�Y�H�U�V�L�4�H�G���E�D�V�N�H�W���R�I���G�L�J�L�W�D�O���D�V�V�H�W�V��

It combines EasyETFs’ structuring and compliance strength with EasyCrypto’s market, custody, and liquidity 
infrastructure — marking a milestone for both Easy Group and the local investment industry.

2. Product Depth: Staking and Tokenised Bundles

We will introduce on-platform staking and tokenised bundle instruments, enabling clients to earn yield, trade 
natively, and move seamlessly between crypto and traditional portfolios.

These innovations will deepen product utility and unlock new revenue channels across both direct and 
EasyEquities investor bases.

3. Intelligence, Governance, and Scale

FY26 will embed EasyAI into every layer of EasyCrypto — using machine intelligence for client insights, 
blockchain analytics, and smarter engagement. Alongside our .NET 8 migration and strengthened 
reconciliation and audit frameworks, this will elevate platform reliability to institutional standards while 
�N�H�H�S�L�Q�J���R�X�U���U�H�W�D�L�O���H�[�S�H�U�L�H�Q�F�H���H�•�R�U�W�O�H�V�V��

�)�<������ �S�U�R�Y�H�G�� �W�K�D�W�� �(�D�V�\�&�U�\�S�W�R�� �F�D�Q�� �V�F�D�O�H�� �S�U�R�4�W�D�E�O�\���� �)�<������ �Z�L�O�O�� �S�U�R�Y�H�� �W�K�D�W�� �Z�H�� �F�D�Q�� �O�H�D�G�� �U�H�V�S�R�Q�V�L�E�O�\�� ���� �W�K�U�R�X�J�K��
regulation, technology, and trust.

�2�X�U�� �P�L�V�V�L�R�Q�� �L�V�� �W�R�� �P�D�N�H�� �G�L�J�L�W�D�O���D�V�V�H�W�� �L�Q�Y�H�V�W�L�Q�J�� �P�D�L�Q�V�W�U�H�D�P���� �L�Q�W�H�O�O�L�J�H�Q�W���� �D�Q�G�� �U�H�Z�D�U�G�L�Q�J�� ���� �I�R�U�� �H�Y�H�U�\�R�Q�H���� �I�U�R�P��
�4�U�V�W���W�L�P�H���V�D�Y�H�U�V���W�R���S�U�R�I�H�V�V�L�R�Q�D�O���L�Q�Y�H�V�W�R�U�V�������Z�L�W�K�L�Q���D���V�L�Q�J�O�H���(�D�V�\�*�U�R�X�S���H�F�R�V�\�V�W�H�P��
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Total Property Value
Purchased

Total Property Value
Purchased

R538mn
IPOsIPOsCapital Raised

on IPO
Capital Raised

on IPO

R383mnR383mn 46

Client AssetsClient Assets
R470mn+16%

Active ClientsActive Clients
135,749+11%

Registered ClientsRegistered Clients
485,718+11%

FY25 Review: Record Activity and Stronger Fundamentals

FY25 was a year of meaningful traction and platform maturity, despite a few early setbacks. Total revenue rose 
by 7.6% year-on-year, growing from R6.48 million to R6.97 million. This positive overall performance was 
�D�F�K�L�H�Y�H�G�� �G�H�V�S�L�W�H�� �D�� �Q�R�W�D�E�O�H�� �G�H�F�O�L�Q�H�� �L�Q�� �3�U�R�S�H�U�W�\�� �&�R�P�P�L�V�V�L�R�Q�� �D�Q�G�� �%�R�Q�G�� �2�U�L�J�L�Q�D�W�L�R�Q�� �)�H�H�V���� �O�D�U�J�H�O�\�� �G�X�H�� �W�R�� �D��
�F�D�Q�F�H�O�O�H�G���–�3�2���D�Q�G���D���V�K�L�I�W���L�Q���D�V�V�H�W�V���W�K�D�W���G�L�G���Q�R�W���U�H�T�X�L�U�H���P�R�U�W�J�D�J�H���4�Q�D�Q�F�L�Q�J��

�0�R�P�H�Q�W�X�P���U�H�W�X�U�Q�H�G���T�X�L�F�N�O�\�����I�X�H�O�O�H�G���E�\���U�H�F�R�U�G���E�U�H�D�N�L�Q�J���L�Q�Y�H�V�W�R�U���D�F�W�L�Y�L�W�\���D�Q�G���D���E�U�R�D�G�H�U���S�U�R�G�X�F�W���P�L�[�����3�O�D�W�I�R�U�P��
�I�H�H�V���J�U�H�Z���E�\���������������E�H�F�R�P�L�Q�J���W�K�H���W�R�S���F�R�Q�W�U�L�E�X�W�R�U���W�R���U�H�Y�H�Q�X�H���G�U�L�Y�H�Q���E�\���E�R�W�K���L�Q�F�U�H�D�V�H�G���L�Q�Y�H�V�W�P�H�Q�W���Y�R�O�X�P�H�V���D�Q�G��
�D���O�D�U�J�H�U���E�D�V�H���R�I���H�Q�J�D�J�H�G���L�Q�Y�H�V�W�R�U�V�����&�O�L�H�Q�W���J�U�R�Z�W�K���D�F�F�H�O�H�U�D�W�H�G�����Z�L�W�K���$�X�J�X�V�W�������������G�H�O�L�Y�H�U�L�Q�J���W�K�H���V�W�U�R�Q�J�H�V�W���P�R�Q�W�K��
�L�Q���������P�R�Q�W�K�V�����������������Q�H�Z���X�V�H�U�V���M�R�L�Q�H�G���W�K�H���S�O�D�W�I�R�U�P�����K�L�J�K�O�L�J�K�W�L�Q�J���(�D�V�\�3�U�R�S�H�U�W�L�H�V�����D�E�L�O�L�W�\���W�R���V�F�D�O�H���H�]�F�L�H�Q�W�O�\��

�:�H�� �D�O�V�R�� �V�D�Z�� �V�W�U�R�Q�J�� �J�U�R�Z�W�K�� �L�Q�� �3�U�R�S�H�U�W�\�� �0�D�Q�D�J�H�P�H�Q�W�� �)�H�H�V���� �X�S�� ���������� �W�K�D�Q�N�V�� �W�R�� �D�Q�� �H�[�S�D�Q�G�L�Q�J�� �S�R�U�W�I�R�O�L�R�� �R�I��
�L�Q�W�H�U�Q�D�O�O�\���P�D�Q�D�J�H�G���X�Q�L�W�V�����7�K�L�V���S�R�L�Q�W�V���W�R���D���P�D�W�X�U�L�Q�J���E�D�V�H���R�I���D�V�V�H�W�V���D�Q�G���U�L�V�L�Q�J���D�Q�Q�X�L�W�\���U�H�Y�H�Q�X�H�����6�L�Q�F�H���L�Q�F�H�S�W�L�R�Q����
�R�Y�H�U�� �5�������� �P�L�O�O�L�R�Q�� �L�Q�� �S�U�R�S�H�U�W�\�� �Y�D�O�X�H�� �K�D�V�� �E�H�H�Q�� �D�F�T�X�L�U�H�G�� �E�\�� �L�Q�Y�H�V�W�R�U�V�� �W�K�U�R�X�J�K�� �(�D�V�\�3�U�R�S�H�U�W�L�H�V�� �L�Q�� �I�U�D�F�W�L�R�Q�D�O��
�D�P�R�X�Q�W�V���V�W�D�U�W�L�Q�J���I�U�R�P���M�X�V�W���5������

�–�Q�Y�H�V�W�R�U���F�R�Q�4�G�H�Q�F�H���S�H�D�N�H�G���L�Q���$�X�J�X�V�W�����Z�L�W�K���G�H�S�R�V�L�W�V���U�H�D�F�K�L�Q�J���D���������P�R�Q�W�K���K�L�J�K���R�I���5�������P�L�O�O�L�R�Q��

�7�K�L�V�� �\�H�D�U�� �D�O�V�R�� �V�D�Z�� �W�K�H�� �V�X�F�F�H�V�V�I�X�O�� �L�Q�W�U�R�G�X�F�W�L�R�Q�� �R�I�� �W�Z�R�� �Q�H�Z�� �S�U�R�S�H�U�W�\�� �F�D�W�H�J�R�U�L�H�V���� �R�X�U�� �4�U�V�W�� �U�H�W�D�L�O�� �S�U�R�S�H�U�W�\�� �–�3�2��
���3�O�D�W�L�Q�X�P���6�T�X�D�U�H�����D�Q�G���4�U�V�W���G�H�Y�H�O�R�S�P�H�Q�W���–�3�2�������������(�F�F�O�H�V�W�R�Q�������%�H�\�R�Q�G���G�L�Y�H�U�V�L�I�\�L�Q�J���W�K�H���S�O�D�W�I�R�U�P�����W�K�H�V�H���O�L�V�W�L�Q�J�V��
�W�U�L�J�J�H�U�H�G�� �D�� �S�R�Z�H�U�I�X�O�� �U�H�D�F�W�L�Y�D�W�L�R�Q�� �F�D�P�S�D�L�J�Q���� �2�Y�H�U�� �������� �S�U�H�Y�L�R�X�V�O�\�� �G�R�U�P�D�Q�W�� �L�Q�Y�H�V�W�R�U�V�� �U�H�W�X�U�Q�H�G���� �������� �R�I�� �Z�K�R�P��
�Z�H�U�H���K�L�J�K���Y�D�O�X�H���F�O�L�H�Q�W�V�����9�*�&�V�������7�K�H�L�U���D�Y�H�U�D�J�H���U�H�L�Q�Y�H�V�W�P�H�Q�W���R�I���5�������������Z�D�V���Q�H�D�U�O�\�������[���W�K�H���W�\�S�L�F�D�O���–�3�2���D�Y�H�U�D�J�H����
�K�L�J�K�O�L�J�K�W�L�Q�J���W�K�H���H�•�H�F�W�L�Y�H�Q�H�V�V���R�I���T�X�D�O�L�W�\���S�U�R�G�X�F�W���F�R�X�S�O�H�G���Z�L�W�K���W�D�U�J�H�W�H�G���H�Q�J�D�J�H�P�H�Q�W��

Rupert Finnemore
CEO, EasyProperties 

& EasyMortgages
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Looking Ahead: FY26 Focus Areas

As we move into FY26, we are focused on scaling EasyProperties into a more predictable, data-driven, and 
�\�L�H�O�G���R�U�L�H�Q�W�H�G���E�X�V�L�Q�H�V�V�����2�X�U���V�W�U�D�W�H�J�\���F�H�Q�W�U�H�V���D�U�R�X�Q�G���I�R�X�U���N�H�\���J�U�R�Z�W�K���O�H�Y�H�U�V��

1. VGC Reactivation as a Growth Engine

�7�K�H���U�H�D�F�W�L�Y�D�W�L�R�Q���V�X�F�F�H�V�V���R�I���3�O�D�W�L�Q�X�P���6�T�X�D�U�H���D�Q�G�����������(�F�F�O�H�V�W�R�Q���G�H�P�R�Q�V�W�U�D�W�H�G���W�K�D�W���F�X�U�D�W�H�G���O�L�V�W�L�Q�J�V���F�D�Q���U�H�L�J�Q�L�W�H��
interest among high-value clients. We’ll continue using product quality and improved segmentation to drive 
�L�Q�F�U�H�D�V�H�G���–�3�2���F�D�G�H�Q�F�H���D�Q�G���E�R�R�V�W���U�H�Y�H�Q�X�H���W�K�U�R�X�J�K���R�Q�J�R�L�Q�J���U�H�D�F�W�L�Y�D�W�L�R�Q���F�D�P�S�D�L�J�Q�V��

2. Transition to MRI Software for Operational Uplift

�:�H�� �D�U�H�� �K�D�O�I�Z�D�\�� �W�K�U�R�X�J�K�� �D�� �������Z�H�H�N�� �W�U�D�Q�V�L�W�L�R�Q�� �W�R�� �0�5�–�� �6�R�I�W�Z�D�U�H���� �D�� �Q�H�Z�� �U�H�Q�W�D�O�� �P�D�Q�D�J�H�P�H�Q�W�� �V�\�V�W�H�P�� �W�K�D�W�� �Z�L�O�O��
enhance portfolio oversight, analytics, and operational discipline. This upgrade strengthens our infrastructure 
and better supports scale.

3. Optimising Listings and Enhancing Revenue per Transaction

�:�H���D�L�P���W�R���L�P�S�U�R�Y�H���R�X�U���–�3�2���F�D�G�H�Q�F�H�����W�D�U�J�H�W�L�Q�J���D�����������L�Q�F�U�H�D�V�H�����F�R�Q�W�L�Q�X�H�G���G�L�Y�H�U�V�L�4�F�D�W�L�R�Q���R�I���R�X�U���D�V�V�H�W���R�•�H�U�L�Q�J����
reduce listing turnaround delays and increase our developer commissions charged. 

4. New Revenue Streams and Strategic Expansion

We’re developing complementary services within the property ecosystem to solve pain points for investor 
�O�D�Q�G�O�R�U�G�V���Z�L�W�K���W�K�H���S�R�W�H�Q�W�L�D�O���R�I���D���V�L�J�Q�L�4�F�D�Q�W���L�Q�F�U�H�D�V�H���L�Q���D�Y�H�U�D�J�H���U�H�Y�H�Q�X�H���S�H�U���X�V�H�U�����(�D�U�O�\���P�R�G�H�O�O�L�Q�J���V�K�R�Z�V���W�K�L�V��
strategy could materially grow monetisation, deepen engagement, and extend client lifetime value anchoring 
our vision to become the leading full-stack proptech platform.

�$�V���Z�H���V�W�H�S���L�Q�W�R���)�<���������Z�H���G�R���V�R���Z�L�W�K���P�R�P�H�Q�W�X�P���D�Q�G���D�Q���D�P�E�L�W�L�R�X�V���U�R�D�G�P�D�S�����7�K�H���\�H�D�U���D�K�H�D�G���R�•�H�U�V���D���Z�H�D�O�W�K���R�I��
�R�S�S�R�U�W�X�Q�L�W�\���W�R���G�H�H�S�H�Q���R�X�U���L�P�S�D�F�W�����H�[�S�D�Q�G�L�Q�J���L�Q�W�R���Q�H�Z���D�V�V�H�W���F�O�D�V�V�H�V�����R�S�W�L�P�L�V�L�Q�J���R�X�U���–�3�2���H�Q�J�L�Q�H�����D�Q�G���X�Q�O�R�F�N�L�Q�J��
fresh revenue streams that align with the evolving needs of our investor base. With a sharper focus on data, 
discipline, and delivery, we are poised to transform EasyProperties into an even more robust, scalable, and 
investor-centric property platform.
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FY25 Review: Strong Start, Solid Foundation

�)�<������ �P�D�U�N�H�G�� �W�K�H�� �R�]�F�L�D�O�� �O�D�X�Q�F�K�� �R�I�� �(�D�V�\�0�R�U�W�J�D�J�H�V���� �D�� �P�D�M�R�U�� �H�[�S�D�Q�V�L�R�Q�� �L�Q�� �R�X�U�� �P�L�V�V�L�R�Q�� �W�R�� �V�L�P�S�O�L�I�\�� �S�U�R�S�H�U�W�\��
ownership across the Easy Group ecosystem. In just a few months, we’ve made clear strides in proving 
�S�U�R�G�X�F�W���P�D�U�N�H�W���4�W���D�Q�G���E�X�L�O�G�L�Q�J���W�K�H���L�Q�I�U�D�V�W�U�X�F�W�X�U�H���I�R�U���O�R�Q�J���W�H�U�P���V�F�D�O�H�����$�F�U�R�V�V���D�O�O���P�D�M�R�U���P�H�W�U�L�F�V�����(�D�V�\�0�R�U�W�J�D�J�H�V��
has demonstrated consistent momentum and a clear upward trajectory over the past few months with good 
gains in number and value of applications, and number and value of bond acceptances. 

�2�Y�H�U�� ������������ �S�U�R�4�O�H�V�� �� �F�U�H�D�W�H�G�� �D�Q�G�� �5�������� �P�L�O�O�L�R�Q�� �L�Q�� �V�X�E�P�L�W�W�H�G�� �O�R�D�Q�� �Y�D�O�X�H�� �F�R�Q�4�U�P�� �V�W�U�R�Q�J�� �L�Q�W�H�U�H�V�W�� �D�Q�G�� �O�H�D�G��
generation from within the EasyEquities and EasyProperties communities. The platform has demonstrated our 
�D�E�L�O�L�W�\���W�R���D�W�W�U�D�F�W���D�Q�G���T�X�D�O�L�I�\���O�H�D�G�V�����2�X�U���Q�H�[�W���J�R�D�O���O�L�H�V���L�Q���L�P�S�U�R�Y�L�Q�J���F�R�Q�Y�H�U�V�L�R�Q���D�F�U�R�V�V���W�K�H���I�X�Q�Q�H�O��

�$�V���Z�H���L�P�S�U�R�Y�H���W�D�U�J�H�W�L�Q�J���D�Q�G���V�H�T�X�H�Q�F�L�Q�J�����Z�H���H�[�S�H�F�W���W�R���V�H�H���D���P�H�D�Q�L�Q�J�I�X�O���U�H�Y�H�Q�X�H���X�S�O�L�I�W���E�\���4�����)�<���������G�U�L�Y�H�Q���E�\��
sharper activation and more relevant AI-driven customer  journeys.

8,784
�3�U�R�‹�O�H�V���&�U�H�D�W�H�G

3,917
�3�U�H���D�S�S�U�R�Y�D�O�V

�G�R�Q�H

166
�$�S�S�O�L�F�D�W�L�R�Q�V
�6�X�E�P�L�W�W�H�G

�5�������P���Y�D�O�X�H���R�I���D�S�S�O�L�F�D�W�L�R�Q�V���V�X�E�P�L�W�W�H�G
�5���������P���D�Y�H�U�D�J�H���O�R�D�Q���Y�D�O�X�H���R�I���V�X�E�P�L�W�W�H�G���D�S�S�O�L�F�D�W�L�R�Q�V

Rupert Finnemore
CEO, EasyProperties 

& EasyMortgages
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Looking Ahead: FY26 Focus Areas

1. AI-Led Customer Targeting

�:�H���U�H�F�H�Q�W�O�\���G�H�S�O�R�\�H�G���R�X�U���S�U�R�S�U�L�H�W�D�U�\���$�–���3�U�R�S�H�Q�V�L�W�\���W�R���%�X�\���0�R�G�H�O�����G�H�V�L�J�Q�H�G���W�R���L�P�S�U�R�Y�H���W�L�P�L�Q�J���D�Q�G���U�H�O�H�Y�D�Q�F�H��
across our acquisition funnel. The goal is to better identify and prioritise clients who are most likely to engage 
�Z�L�W�K�� �R�X�U�� �P�R�U�W�J�D�J�H�� �R�•�H�U�L�Q�J���� �H�Q�V�X�U�L�Q�J�� �Z�H�� �P�H�H�W�� �W�K�H�P�� �D�W�� �W�K�H�� �R�S�W�L�P�D�O�� �V�W�D�J�H�� �L�Q�� �W�K�H�L�U�� �M�R�X�U�Q�H�\���� �:�H�� �Z�L�O�O�� �I�R�F�X�V�� �R�Q��
�U�H�4�Q�L�Q�J���W�K�H���P�R�G�H�O���V���D�F�F�X�U�D�F�\���D�Q�G���L�P�S�D�F�W���W�K�U�R�X�J�K���F�R�Q�W�L�Q�X�R�X�V���I�H�H�G�E�D�F�N���O�R�R�S�V�����E�H�K�D�Y�L�R�X�U�D�O���D�Q�D�O�\�V�L�V�����D�Q�G���G�D�W�D��
insights to optimise conversion and compound performance.

2. B2B Channel Scale-Up

�7�K�H���F�R�P�S�O�H�W�L�R�Q���R�I���W�K�H���(�D�V�\�0�R�U�W�J�D�J�H�V���L�Q�F�H�Q�W�L�Y�H���P�R�G�H�O���P�D�U�N�V���D���V�L�J�Q�L�4�F�D�Q�W���V�W�H�S���L�Q���H�V�W�D�E�O�L�V�K�L�Q�J���V�W�U�R�Q�J���L�Q�G�X�V�W�U�\��
partnerships and creating a meaningful long-term wealth generation opportunity for independent estate 
agents and developers. This framework is designed to reward performance, build loyalty, and align partners 
with the broader Easy ecosystem through investment-linked incentives.

�2�X�U���Q�H�D�U���W�H�U�P���I�R�F�X�V���L�V���Q�R�Z���R�Q���H�[�H�F�X�W�L�Q�J���W�K�L�V���%���%���G�L�V�W�U�L�E�X�W�L�R�Q���V�W�U�D�W�H�J�\�����S�D�U�W�Q�H�U�L�Q�J���G�L�U�H�F�W�O�\���Z�L�W�K���L�Q�G�H�S�H�Q�G�H�Q�W��
�H�V�W�D�W�H���D�J�H�Q�F�L�H�V���D�Q�G���S�U�R�S�H�U�W�\���G�H�Y�H�O�R�S�H�U�V�����7�K�L�V���V�W�U�D�W�H�J�\�����D�O�R�Q�J���Z�L�W�K���$�–���S�R�Z�H�U�H�G���O�H�D�G���L�G�H�Q�W�L�4�F�D�W�L�R�Q���R�I���W�K�H���(�D�V�\��
�F�R�P�P�X�Q�L�W�\���� �L�V�� �H�[�S�H�F�W�H�G�� �W�R�� �D�F�F�H�O�H�U�D�W�H�� �R�U�L�J�L�Q�D�W�L�R�Q�� �Y�R�O�X�P�H�V���� �V�W�U�H�Q�J�W�K�H�Q�� �D�O�L�J�Q�P�H�Q�W�� �D�F�U�R�V�V�� �(�D�V�\�0�R�U�W�J�D�J�H�V����
EasyProperties, and EasyEquities, and drive new customer acquisition channels across the group.

In FY26, we’ll shift from broad acquisition to targeted activation and revenue generation, aligning with major 
�S�U�R�S�H�U�W�\�� �W�U�D�Q�V�D�F�W�L�R�Q�V�� �D�F�U�R�V�V�� �W�K�H�� �J�U�R�X�S���� �$�V�� �W�K�H�� �P�R�G�H�O�� �V�K�D�U�S�H�Q�V���� �(�D�V�\�0�R�U�W�J�D�J�H�V�� �L�V�� �Z�H�O�O���S�O�D�F�H�G�� �W�R�� �E�H�F�R�P�H�� �D��
meaningful contributor to revenue, conversion, and customer lifetime value across the Easy Group.
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FY25 Review: Record Activity and Stronger Fundamentals

FY25 was a year of meaningful traction and platform maturity, despite a few early setbacks. Total revenue rose 
by 7.6% year-on-year, growing from R6.48 million to R6.97 million. This positive overall performance was 
�D�F�K�L�H�Y�H�G�� �G�H�V�S�L�W�H�� �D�� �Q�R�W�D�E�O�H�� �G�H�F�O�L�Q�H�� �L�Q�� �3�U�R�S�H�U�W�\�� �&�R�P�P�L�V�V�L�R�Q�� �D�Q�G�� �%�R�Q�G�� �2�U�L�J�L�Q�D�W�L�R�Q�� �)�H�H�V���� �O�D�U�J�H�O�\�� �G�X�H�� �W�R�� �D��
�F�D�Q�F�H�O�O�H�G���–�3�2���D�Q�G���D���V�K�L�I�W���L�Q���D�V�V�H�W�V���W�K�D�W���G�L�G���Q�R�W���U�H�T�X�L�U�H���P�R�U�W�J�D�J�H���4�Q�D�Q�F�L�Q�J��

�0�R�P�H�Q�W�X�P���U�H�W�X�U�Q�H�G���T�X�L�F�N�O�\�����I�X�H�O�O�H�G���E�\���U�H�F�R�U�G���E�U�H�D�N�L�Q�J���L�Q�Y�H�V�W�R�U���D�F�W�L�Y�L�W�\���D�Q�G���D���E�U�R�D�G�H�U���S�U�R�G�X�F�W���P�L�[�����3�O�D�W�I�R�U�P��
�I�H�H�V���J�U�H�Z���E�\���������������E�H�F�R�P�L�Q�J���W�K�H���W�R�S���F�R�Q�W�U�L�E�X�W�R�U���W�R���U�H�Y�H�Q�X�H���G�U�L�Y�H�Q���E�\���E�R�W�K���L�Q�F�U�H�D�V�H�G���L�Q�Y�H�V�W�P�H�Q�W���Y�R�O�X�P�H�V���D�Q�G��
�D���O�D�U�J�H�U���E�D�V�H���R�I���H�Q�J�D�J�H�G���L�Q�Y�H�V�W�R�U�V�����&�O�L�H�Q�W���J�U�R�Z�W�K���D�F�F�H�O�H�U�D�W�H�G�����Z�L�W�K���$�X�J�X�V�W�������������G�H�O�L�Y�H�U�L�Q�J���W�K�H���V�W�U�R�Q�J�H�V�W���P�R�Q�W�K��
�L�Q���������P�R�Q�W�K�V�����������������Q�H�Z���X�V�H�U�V���M�R�L�Q�H�G���W�K�H���S�O�D�W�I�R�U�P�����K�L�J�K�O�L�J�K�W�L�Q�J���(�D�V�\�3�U�R�S�H�U�W�L�H�V�����D�E�L�O�L�W�\���W�R���V�F�D�O�H���H�]�F�L�H�Q�W�O�\��

�:�H�� �D�O�V�R�� �V�D�Z�� �V�W�U�R�Q�J�� �J�U�R�Z�W�K�� �L�Q�� �3�U�R�S�H�U�W�\�� �0�D�Q�D�J�H�P�H�Q�W�� �)�H�H�V���� �X�S�� ���������� �W�K�D�Q�N�V�� �W�R�� �D�Q�� �H�[�S�D�Q�G�L�Q�J�� �S�R�U�W�I�R�O�L�R�� �R�I��
�L�Q�W�H�U�Q�D�O�O�\���P�D�Q�D�J�H�G���X�Q�L�W�V�����7�K�L�V���S�R�L�Q�W�V���W�R���D���P�D�W�X�U�L�Q�J���E�D�V�H���R�I���D�V�V�H�W�V���D�Q�G���U�L�V�L�Q�J���D�Q�Q�X�L�W�\���U�H�Y�H�Q�X�H�����6�L�Q�F�H���L�Q�F�H�S�W�L�R�Q����
�R�Y�H�U�� �5�������� �P�L�O�O�L�R�Q�� �L�Q�� �S�U�R�S�H�U�W�\�� �Y�D�O�X�H�� �K�D�V�� �E�H�H�Q�� �D�F�T�X�L�U�H�G�� �E�\�� �L�Q�Y�H�V�W�R�U�V�� �W�K�U�R�X�J�K�� �(�D�V�\�3�U�R�S�H�U�W�L�H�V�� �L�Q�� �I�U�D�F�W�L�R�Q�D�O��
�D�P�R�X�Q�W�V���V�W�D�U�W�L�Q�J���I�U�R�P���M�X�V�W���5������

�–�Q�Y�H�V�W�R�U���F�R�Q�4�G�H�Q�F�H���S�H�D�N�H�G���L�Q���$�X�J�X�V�W�����Z�L�W�K���G�H�S�R�V�L�W�V���U�H�D�F�K�L�Q�J���D���������P�R�Q�W�K���K�L�J�K���R�I���5�������P�L�O�O�L�R�Q��

�7�K�L�V�� �\�H�D�U�� �D�O�V�R�� �V�D�Z�� �W�K�H�� �V�X�F�F�H�V�V�I�X�O�� �L�Q�W�U�R�G�X�F�W�L�R�Q�� �R�I�� �W�Z�R�� �Q�H�Z�� �S�U�R�S�H�U�W�\�� �F�D�W�H�J�R�U�L�H�V���� �R�X�U�� �4�U�V�W�� �U�H�W�D�L�O�� �S�U�R�S�H�U�W�\�� �–�3�2��
���3�O�D�W�L�Q�X�P���6�T�X�D�U�H�����D�Q�G���4�U�V�W���G�H�Y�H�O�R�S�P�H�Q�W���–�3�2�������������(�F�F�O�H�V�W�R�Q�������%�H�\�R�Q�G���G�L�Y�H�U�V�L�I�\�L�Q�J���W�K�H���S�O�D�W�I�R�U�P�����W�K�H�V�H���O�L�V�W�L�Q�J�V��
�W�U�L�J�J�H�U�H�G�� �D�� �S�R�Z�H�U�I�X�O�� �U�H�D�F�W�L�Y�D�W�L�R�Q�� �F�D�P�S�D�L�J�Q���� �2�Y�H�U�� �������� �S�U�H�Y�L�R�X�V�O�\�� �G�R�U�P�D�Q�W�� �L�Q�Y�H�V�W�R�U�V�� �U�H�W�X�U�Q�H�G���� �������� �R�I�� �Z�K�R�P��
�Z�H�U�H���K�L�J�K���Y�D�O�X�H���F�O�L�H�Q�W�V�����9�*�&�V�������7�K�H�L�U���D�Y�H�U�D�J�H���U�H�L�Q�Y�H�V�W�P�H�Q�W���R�I���5�������������Z�D�V���Q�H�D�U�O�\�������[���W�K�H���W�\�S�L�F�D�O���–�3�2���D�Y�H�U�D�J�H����
�K�L�J�K�O�L�J�K�W�L�Q�J���W�K�H���H�•�H�F�W�L�Y�H�Q�H�V�V���R�I���T�X�D�O�L�W�\���S�U�R�G�X�F�W���F�R�X�S�O�H�G���Z�L�W�K���W�D�U�J�H�W�H�G���H�Q�J�D�J�H�P�H�Q�W��

FY25 Review: Strong Start, Solid Foundation

FY25 was a year of strategic rebuilding and renewed purpose for Thrive. The focus was on deepening customer
�H�Q�J�D�J�H�P�H�Q�W�����V�W�D�E�L�O�L�V�L�Q�J���W�K�H���S�O�D�W�I�R�U�P�����D�Q�G���O�D�\�L�Q�J���W�K�H���J�U�R�X�Q�G�Z�R�U�N���I�R�U���W�K�H���X�S�F�R�P�L�Q�J���7�K�U�L�Y�H���9�����O�D�X�Q�F�K���L�Q���)�<������
While much of the technical and structural work was foundational, the program continued to play a central role
in connecting customers to the broader Easy Group ecosystem through consistent and meaningful
engagement activity.

�7�K�U�R�X�J�K�R�X�W���W�K�H���\�H�D�U�����7�K�U�L�Y�H���U�D�Q���P�R�Q�W�K�O�\���F�D�P�S�D�L�J�Q���F�K�D�O�O�H�Q�J�H�V���W�K�D�W���K�L�J�K�O�L�J�K�W�H�G���G�L�•�H�U�H�Q�W���(�D�V�\���*�U�R�X�S���S�U�R�G�X�F�W�V��
and their sub-brands. Each campaign was built around a relevant market theme or global event, such as 
�:�R�P�H�Q���V���0�R�Q�W�K�����7�D�[���)�U�H�H���–�Q�Y�H�V�W�L�Q�J���V�H�D�V�R�Q�����R�U���Q�R�W�D�E�O�H���P�R�P�H�Q�W�V���L�Q���W�K�H���J�O�R�E�D�O���H�F�R�Q�R�P�\�����$�W���W�K�H���F�H�Q�W�U�H���R�I���H�D�F�K��
campaign was a monthly product education module designed to improve customer understanding of that 
�P�R�Q�W�K���V���I�H�D�W�X�U�H�G���S�U�R�G�X�F�W���D�Q�G���W�R���H�Q�F�R�X�U�D�J�H���V�S�H�F�L�4�F���L�Q�Y�H�V�W�P�H�Q�W���R�U���H�Q�J�D�J�H�P�H�Q�W���E�H�K�D�Y�L�R�X�U�V���D�O�L�J�Q�H�G���Z�L�W�K���(�D�V�\��
Group’s broader objectives. These campaigns proved to be powerful tools for education and engagement, 
�W�U�D�Q�V�I�R�U�P�L�Q�J���S�U�R�G�X�F�W���D�Z�D�U�H�Q�H�V�V���L�Q�W�R���D�F�W�L�R�Q���D�Q�G���U�H�L�Q�I�R�U�F�L�Q�J���W�K�H���V�H�Q�V�H���R�I���S�U�R�J�U�H�V�V���D�Q�G���F�R�P�P�X�Q�L�W�\���W�K�D�W���G�H�4�Q�H�V��
the Easy ecosystem.

This steady rhythm of education and engagement produced strong participation throughout the year. Thrive 
�U�H�F�R�U�G�H�G���D�����������L�Q�F�U�H�D�V�H���L�Q���D�F�W�L�Y�H���F�O�L�H�Q�W�V���F�R�P�S�D�U�H�G���W�R���)�<���������U�H�5�H�F�W�L�Q�J���W�K�H���J�U�R�Z�L�Q�J���U�H�V�R�Q�D�Q�F�H���R�I���L�W�V���P�R�Q�W�K�O�\��
challenges and educational content. Each campaign successfully encouraged users to explore more of the Easy 
Group ecosystem, translating awareness into real, measurable engagement. Even in a year focused primarily 
on building and stabilising the platform, the program continued to expand its reach and deepen its connection 
�Z�L�W�K�� �F�X�V�W�R�P�H�U�V���� �7�K�H�V�H�� �U�H�V�X�O�W�V�� �U�H�D�]�U�P�� �W�K�D�W�� �Z�K�H�Q�� �O�R�\�D�O�W�\�� �L�V�� �E�X�L�O�W�� �D�U�R�X�Q�G�� �S�X�U�S�R�V�H�I�X�O�� �D�F�W�L�Y�L�W�\���� �O�H�D�U�Q�L�Q�J���� �D�Q�G��
relevance, it can drive sustained growth and strengthen customer relationships at scale — even without major 
promotional investment. 

The program now enters the new year well positioned to relaunch as a simpler, more integrated, and more 
rewarding experience that connects every part of the Easy ecosystem under one cohesive loyalty journey.

  THRIVE

Thrive V3 launch in FY26.Thrive V3 launch in FY26.

Highest growing standard
Thrive activities:
Highest growing standard
Thrive activities:

Most engaged with campaign-based
Thrive activities:
Most engaged with campaign-based
Thrive activities:

TFSA Limit+73%
Product Commander+54%
Net Deposits+40%

Highest growing Thrive level

Level 9: +2,012%

Invest in EasyCredit collateral

Green is the new gold - ESG investing focus

Enable 2FA

Tristan Finnemore
Growth Officer
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Looking Forward – Next 12 Months

�7�K�H���O�D�X�Q�F�K���R�I���7�K�U�L�Y�H���9�����Z�L�O�O���P�D�U�N���W�K�H���V�W�D�U�W���R�I���D���Q�H�Z���F�K�D�S�W�H�U�����E�U�L�Q�J�L�Q�J���D���U�H�G�H�V�L�J�Q�H�G���V�W�U�X�F�W�X�U�H�����D���P�R�G�H�U�Q�L�V�H�G��
�W�H�F�K�Q�R�O�R�J�\�� �V�W�D�F�N���� �D�Q�G�� �D�� �V�K�D�U�S�H�U�� �I�R�F�X�V�� �R�Q�� �G�H�O�L�Y�H�U�L�Q�J�� �U�H�D�O�� �4�Q�D�Q�F�L�D�O�� �Y�D�O�X�H�� �W�R�� �F�X�V�W�R�P�H�U�V���� �7�K�H�� �Q�H�Z�� �S�U�R�J�U�D�P��
streamlines the existing model into a clearer and more intuitive structure, making progress easier to follow and 
�W�K�H���U�H�Z�D�U�G�V���P�R�U�H���P�H�D�Q�L�Q�J�I�X�O���W�R���H�D�U�Q�����)�R�U���W�K�H���4�U�V�W���W�L�P�H�����P�H�P�E�H�U�V���Z�L�O�O���H�D�U�Q���U�H�Z�D�U�G�V���W�K�D�W���G�L�U�H�F�W�O�\���U�H�5�H�F�W���W�K�H�L�U��
participation across Easy Group products, creating a more tangible connection between engagement and 
�E�H�Q�H�4�W���� �� �7�K�L�V�� �V�K�L�I�W�� �U�H�S�U�H�V�H�Q�W�V�� �P�R�U�H�� �W�K�D�Q�� �D�� �W�H�F�K�Q�L�F�D�O�� �R�U�� �F�R�V�P�H�W�L�F�� �X�S�G�D�W�H���� �L�W�� �U�H�S�R�V�L�W�L�R�Q�V�� �7�K�U�L�Y�H�� �D�V�� �D�� �G�U�L�Y�H�U�� �R�I��
tangible, measurable impact across the Easy Group ecosystem.

�7�K�H�� �U�H�O�D�X�Q�F�K�� �Z�L�O�O�� �D�O�V�R�� �U�H�5�H�F�W�� �D�� �G�H�H�S�H�U�� �L�Q�W�H�J�U�D�W�L�R�Q�� �E�H�W�Z�H�H�Q�� �O�R�\�D�O�W�\�� �D�Q�G�� �4�Q�D�Q�F�L�D�O�� �Z�H�O�O�Q�H�V�V���� �7�K�U�R�X�J�K�� �W�K�H��
connection between Thrive and Loyalty, members will be able to reinvest their rewards, track their progress, 
�D�Q�G���H�[�S�H�U�L�H�Q�F�H���4�U�V�W�K�D�Q�G���K�R�Z���F�R�Q�V�L�V�W�H�Q�W���H�Q�J�D�J�H�P�H�Q�W���F�D�Q���E�X�L�O�G���O�R�Q�J���W�H�U�P���4�Q�D�Q�F�L�D�O���R�X�W�F�R�P�H�V�����7�K�L�V���H�Y�R�O�X�W�L�R�Q��
transforms Thrive from a traditional points program into a platform for behavioural change and growth. By 
making it easier for customers to see the value of staying active within the Easy ecosystem, Thrive will 
strengthen both retention and the emotional connection between customers and the brand.

�$�Q�R�W�K�H�U���P�D�M�R�U���P�L�O�H�V�W�R�Q�H���I�R�U���W�K�H���F�R�P�L�Q�J���\�H�D�U���Z�L�O�O���E�H���W�K�H���L�Q�W�U�R�G�X�F�W�L�R�Q���R�I���W�K�H���6�X�E�V�F�U�L�S�W�L�R�Q���3�O�D�Q�����D���S�U�H�P�L�X�P���S�D�L�G��
�H�[�S�H�U�L�H�Q�F�H�� �G�H�V�L�J�Q�H�G�� �I�R�U�� �(�D�V�\�� �*�U�R�X�S���V�� �P�R�V�W�� �H�Q�J�D�J�H�G�� �D�Q�G�� �O�R�\�D�O�� �F�X�V�W�R�P�H�U�V���� �7�K�L�V�� �Q�H�Z�� �W�L�H�U�� �Z�L�O�O�� �R�•�H�U�� �H�Q�K�D�Q�F�H�G��
�S�O�D�W�I�R�U�P���E�H�Q�H�4�W�V�����H�D�U�O�\���D�F�F�H�V�V���W�R���Q�H�Z���S�U�R�G�X�F�W�V�����D�Q�G���H�[�F�O�X�V�L�Y�H���S�D�U�W�Q�H�U���S�H�U�N�V���W�K�D�W���H�O�H�Y�D�W�H���W�K�H���R�Y�H�U�D�O�O���F�X�V�W�R�P�H�U��
experience. It will also introduce a new revenue stream for the business, reinforcing the commercial 
sustainability of the loyalty model while celebrating those customers who are most invested in their Easy 
journey.

FY26 is therefore set to be a year of execution, integration, and scale. The work done in FY25 has created a 
strong foundation, and the year ahead will see that vision brought to life. Thrive will emerge not just as a loyalty 
�S�U�R�J�U�D�P���� �E�X�W�� �D�V�� �D�� �F�R�Q�Q�H�F�W�H�G�� �H�F�R�V�\�V�W�H�P�� �W�K�D�W�� �U�H�Z�D�U�G�V�� �S�D�U�W�L�F�L�S�D�W�L�R�Q���� �S�U�R�P�R�W�H�V�� �4�Q�D�Q�F�L�D�O�� �Z�H�O�O�Q�H�V�V���� �D�Q�G��
strengthens the relationship between customers and every Easy Group brand.
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�)�L�Q�D�Q�F�L�D�O���<�H�D�U�������������Z�D�V���D���O�D�Q�G�P�D�U�N���\�H�D�U���I�R�U���(�D�V�\�%�R�Q�G�V�����E�X�L�O�G�L�Q�J���R�Q���W�K�H���I�R�X�Q�G�D�W�L�R�Q���V�H�W���L�Q���R�X�U�����������
���)�L�Q�D�Q�F�L�D�O��
�<�H�D�U���W�R���F�H�P�H�Q�W���R�X�U���S�R�V�L�W�L�R�Q���D�V���D���X�Q�L�T�X�H���G�L�J�L�W�D�O���D�F�F�H�V�V���S�R�L�Q�W���I�R�U���U�H�W�D�L�O���L�Q�Y�H�V�W�R�U�V���W�R���D�F�K�L�H�Y�H���H�[�S�R�V�X�U�H���W�R���6�R�X�W�K��
Africa’s government bond market.

�2�X�U�� �I�R�F�X�V�� �R�Q�� �D�F�F�H�V�V�L�E�L�O�L�W�\���� �W�U�D�Q�V�S�D�U�H�Q�F�\���� �D�Q�G�� �H�G�X�F�D�W�L�R�Q�� �W�U�D�Q�V�O�D�W�H�G�� �L�Q�W�R�� �P�H�D�V�X�U�D�E�O�H�� �J�U�R�Z�W�K�� �D�F�U�R�V�V�� �D�O�O�� �N�H�\��
metrics.

Key Achievements

•  Rapid adoption:
�������&�O�L�H�Q�W���S�D�U�W�L�F�L�S�D�W�L�R�Q���P�R�U�H���W�K�D�Q���G�R�X�E�O�H�G���\�H�D�U���R�Q���\�H�D�U�����U�H�5�H�F�W�L�Q�J���J�U�R�Z�L�Q�J���U�H�W�D�L�O���D�S�S�H�W�L�W�H���I�R�U���4�[�H�G���L�Q�F�R�P�H����
   assets, further complimenting and enhancing portfolio construction through diversity.

• Enhanced liquidity:
�����6�H�F�R�Q�G�D�U�\���P�D�U�N�H�W���D�F�W�L�Y�L�W�\���H�[�S�D�Q�G�H�G�����Z�L�W�K���D�S�S�U�R�[�L�P�D�W�H�O�\�����������R�I���W�R�W�D�O���W�U�D�G�H�V���E�H�L�Q�J���V�D�O�H�V�����H�D�V�L�O�\���I�D�F�L�O�L�W�D�W�H�G���Z�L�W�K������
  no restriction on platform. 

• Inclusive growth:
  Adoption has been broad based, with our youngest investor being a few months old, and our oldest being 89   
�����\�H�D�U�V���R�O�G�����7�K�H���D�Y�H�U�D�J�H���F�O�L�H�Q�W���D�J�H���K�R�Z�H�Y�H�U�����L�V�����������V�K�R�Z�L�Q�J���V�X�V�W�D�L�Q�H�G���H�Q�J�D�J�H�P�H�Q�W���D�P�R�Q�J���\�R�X�Q�J�H�U���L�Q�Y�H�V�W�R�U�V��

• Diversified access:
�����7�K�H���(�D�V�\�(�T�X�L�W�L�H�V���=�$�5���Z�D�O�O�H�W���G�U�R�Y�H�����������R�I���W�R�W�D�O���Y�D�O�X�H���S�X�U�F�K�D�V�H�G�����F�R�P�S�O�H�P�H�Q�W�H�G���E�\���J�U�R�Z�W�K���W�K�U�R�X�J�K���7�)�6�$���D�Q�G������
  Living Annuity channels.

• Geographic reach:
  Investors spanned all provinces, led by Gauteng and the Western Cape, whilst word of mouth remains the  
�����V�L�Q�J�O�H���O�D�U�J�H�V�W���F�R�Q�W�U�L�E�X�W�R�U���I�U�R�P���D���P�D�U�N�H�W�L�Q�J���S�H�U�V�S�H�F�W�L�Y�H�����)�<�������F�R�Q�4�U�P�H�G���W�K�D�W���E�R�Q�G�V���K�D�Y�H���E�H�F�R�P�H���D���F�R�U�H����
�����F�R�P�S�R�Q�H�Q�W���R�I���G�L�Y�H�U�V�L�4�H�G���U�H�W�D�L�O���S�R�U�W�I�R�O�L�R�V���R�Q���W�K�H���(�D�V�\�(�T�X�L�W�L�H�V���S�O�D�W�I�R�U�P��

�
�(�D�V�\�%�R�Q�G�V���Z�D�V���O�D�X�Q�F�K�H�G���L�Q���1�R�Y�H�P�E�H�U���������������K�H�Q�F�H���)�<�������L�Q�F�O�X�G�H�G���������P�R�Q�W�K�V���R�I���G�D�W�D����

Metric FY24* FY25 Growth
Total Value
Purchased �5�����������P�Q �5�������������P�Q +21%

Number of Client
Buyers ������������ ������������ ����������

Total Trades
(Buys and Sells) ������������ ������������ +153%

NAV �5�����������P�Q �5�������������P�Q ��������

Investors at FY end ���������� ������������ +208%

Nilan Morar
VP of Trading Operations
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Looking Forward – FY2026 Priorities

�$�V���Z�H���H�Q�W�H�U���)�<���������R�X�U���P�L�V�V�L�R�Q���U�H�P�D�L�Q�V���F�O�H�D�U�����W�R���G�H�P�R�F�U�D�W�L�V�H���D�F�F�H�V�V���W�R���6�R�X�W�K���$�I�U�L�F�D�Q���E�R�Q�G�V���D�Q�G���E�X�L�O�G���G�H�H�S�H�U��
�S�D�U�W�L�F�L�S�D�W�L�R�Q���L�Q���W�K�H���4�[�H�G���L�Q�F�R�P�H���H�F�R�V�\�V�W�H�P��

1. Deepen our Retail Offering 

�(�[�S�D�Q�G���R�X�U���R�•�H�U�L�Q�J���W�R���H�Q�D�E�O�H���E�U�R�D�G�H�U���V�H�F�R�Q�G�D�U�\�� �P�D�U�N�H�W���S�D�U�W�L�F�L�S�D�W�L�R�Q���D�Q�G���D�O�O�R�Z���L�Q�Y�H�V�W�R�U�V���W�R���4�Q�H�W�X�Q�H���W�K�H�L�U��
�S�D�U�W�L�F�L�S�D�W�L�R�Q���D�W���G�L�•�H�U�H�Q�W���D�Q�G���V�S�H�F�L�4�F���D�U�H�D�V���R�I���W�K�H���\�L�H�O�G���F�X�U�Y�H����

2. Seamless Distribution Integration

�'�U�L�Y�H�� �D�Q�G�� �H�Q�F�R�X�U�D�J�H�� �4�[�H�G�� �L�Q�F�R�P�H�� �S�D�U�W�L�F�L�S�D�W�L�R�Q�� �I�R�U�� �R�X�U�� �S�D�U�W�Q�H�U�V�� �D�Q�G�� �W�K�H�L�U�� �F�O�L�H�Q�W�V�� �L�Q�F�O�X�G�L�Q�J�� �D�F�F�H�V�V�� �W�K�D�W�� �V�L�W�V��
alongside traditional banking products thereby supporting investing into cross-asset portfolio constituents. 
The goal would be to maintain our growth trajectory. 

3. Investor Empowerment

�7�R�� �F�R�Q�W�L�Q�X�H�� �Z�L�W�K�� �R�X�U�� �E�R�Q�G�� �O�L�W�H�U�D�F�\�� �F�D�P�S�D�L�J�Q�� �W�K�U�R�X�J�K�� �Y�D�U�L�R�X�V�� �P�H�G�L�X�P�V���� �H�T�X�L�S�S�L�Q�J�� �6�R�X�W�K�� �$�I�U�L�F�D�Q�V�� �Z�L�W�K�� �W�K�H��
�W�R�R�O�V���W�R���X�Q�G�H�U�V�W�D�Q�G�����L�Q�Y�H�V�W�����D�Q�G���E�H�Q�H�4�W���I�U�R�P���J�R�Y�H�U�Q�P�H�Q�W���E�R�Q�G�V���Z�L�W�K���F�R�Q�4�G�H�Q�F�H��

Closing Note

�)�<�������Z�D�V���D���\�H�D�U���R�I���V�F�D�O�H�����O�H�D�U�Q�L�Q�J�����D�Q�G���Y�D�O�L�G�D�W�L�R�Q�����(�D�V�\�%�R�Q�G�V�����W�U�D�M�H�F�W�R�U�\���S�U�R�Y�H�V���W�K�D�W���4�[�H�G���L�Q�F�R�P�H���L�V���Q�R���O�R�Q�J�H�U��
an institutional domain — it’s a retail reality.

With a growing investor base, trusted platform integration, and a data-driven roadmap, we are poised to make 
FY26 our most transformative year yet.

OUR BUSINESS CONTINUED
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�)�<�������Z�D�V���D���P�L�O�H�V�W�R�Q�H���\�H�D�U���I�R�U���(�D�V�\�7�U�D�G�H�U�����–�W���P�D�U�N�H�G���W�K�H���S�U�R�G�X�F�W���V���R�]�F�L�D�O���O�D�X�Q�F�K���D�Q�G���L�W�V���4�U�V�W���P�H�D�Q�L�Q�J�I�X�O���V�W�H�S��
into the Easy Group ecosystem. After months of development and alignment across teams, we successfully 
�E�U�R�X�J�K�W���(�D�V�\�7�U�D�G�H�U���W�R���P�D�U�N�H�W���D�Q�G���T�X�L�F�N�O�\���V�D�Z���V�W�U�R�Q�J���W�U�D�F�W�L�R�Q�����$���W�R�W�D�O���R�I�����������������O�L�Y�H�����D�Q�G���������������G�H�P�R���D�F�F�R�X�Q�W�V��
were onboarded, of which 2,147 live accounts have traded. What makes this achievement particularly 
impressive is that it was reached with minimal marketing activity, showing clear organic demand and strong 
pull from the EasyEquities community.

�7�K�L�V�� �J�U�R�Z�W�K�� �U�H�5�H�F�W�V�� �W�K�H�� �E�H�Q�H�4�W�V�� �R�I�� �J�U�H�D�W�H�U�� �D�O�L�J�Q�P�H�Q�W�� �Z�L�W�K�L�Q�� �W�K�H�� �H�F�R�V�\�V�W�H�P���� �)�R�U�� �W�K�H�� �4�U�V�W�� �W�L�P�H���� �(�D�V�\�7�U�D�G�H�U��
operated as part of a coordinated strategy across product, engineering, and marketing. This collaboration 
�D�O�O�R�Z�H�G���X�V���W�R���O�H�Y�H�U�D�J�H���W�K�H���V�F�D�O�H�����W�U�X�V�W�����D�Q�G���U�H�D�F�K���R�I���(�D�V�\�(�T�X�L�W�L�H�V���Z�K�L�O�H���E�X�L�O�G�L�Q�J���D���G�L�•�H�U�H�Q�W�L�D�W�H�G���H�[�S�H�U�L�H�Q�F�H���I�R�U��
active traders. The result was not just new accounts, but better-quality onboarding. Customers who arrived 
�W�K�U�R�X�J�K���(�D�V�\�(�T�X�L�W�L�H�V���Z�H�U�H���P�R�U�H���L�Q�I�R�U�P�H�G�����P�R�U�H���F�R�Q�4�G�H�Q�W�����D�Q�G���P�R�U�H���O�L�N�H�O�\���W�R���F�R�P�S�O�H�W�H���D�F�W�L�Y�D�W�L�R�Q���P�L�O�H�V�W�R�Q�H�V��

�0�X�F�K���R�I���W�K�H���\�H�D�U���Z�D�V���V�S�H�Q�W���V�W�U�H�Q�J�W�K�H�Q�L�Q�J���R�X�U���I�R�X�Q�G�D�W�L�R�Q���I�R�U���W�K�H���Q�H�[�W���S�K�D�V�H���R�I���J�U�R�Z�W�K�����:�H���Z�R�U�N�H�G���F�O�R�V�H�O�\���Z�L�W�K��
the engineering and platform teams to improve technical performance, simplify onboarding, and modernise 
the underlying systems in preparation for Phase 2. Although much of this work happened behind the scenes, it 
�K�D�V���E�H�H�Q���H�V�V�H�Q�W�L�D�O���L�Q���S�R�V�L�W�L�R�Q�L�Q�J���(�D�V�\�7�U�D�G�H�U���I�R�U���O�R�Q�J���W�H�U�P���V�F�D�O�D�E�L�O�L�W�\�����(�•�R�U�W�V���Z�H�U�H���F�R�Q�F�H�Q�W�U�D�W�H�G���R�Q���L�P�S�U�R�Y�L�Q�J��
�G�D�W�D�� �D�U�F�K�L�W�H�F�W�X�U�H���� �U�H�4�Q�L�Q�J�� �X�V�H�U�� �5�R�Z�V���� �D�Q�G�� �H�Q�K�D�Q�F�L�Q�J�� �V�\�V�W�H�P�� �U�H�O�L�D�E�L�O�L�W�\�� �W�R�� �H�Q�V�X�U�H�� �W�K�H�� �S�O�D�W�I�R�U�P�� �F�D�Q�� �V�X�S�S�R�U�W��
more advanced functionality in future releases.

Internally, this year also marked a shift in mindset. EasyTrader moved from being a product in development to 
a live, learning ecosystem powered by real users and real data. This transition enabled us to better understand 
how traders behave, where friction exists, and how product improvements translate into user outcomes. The 
ongoing feedback loop between product, data, and engineering has become one of the most valuable aspects 
of our operation.

10,123 Live Accounts  2,147 Traded Clients

Tristan Finnemore
Growth Officer
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Looking Forward – Next 12 Months

The year ahead will focus on deepening integration, improving design, and strengthening the overall user 
experience. With a solid foundation now in place, our goal is to make EasyTrader feel like a seamless extension 
of the EasyEquities ecosystem.

�7�K�H���S�U�L�P�D�U�\���I�R�F�X�V���Z�L�O�O���E�H���W�K�H���Q�H�[�W���Y�H�U�V�L�R�Q���R�I���W�K�H���(�D�V�\�7�U�D�G�H�U���W�U�D�G�L�Q�J���S�O�D�W�I�R�U�P�����Z�L�W�K���V�S�H�F�L�D�O���D�W�W�H�Q�W�L�R�Q���R�Q���U�H�4�Q�L�Q�J��
the user interface and experience. We want the product to mirror the EasyEquities look and feel, creating a 
familiar, intuitive, and cohesive experience across both platforms. This is not simply a design refresh, but an 
important step in ensuring consistency, trust, and usability for every trader.

�$�Q�R�W�K�H�U���P�D�M�R�U���L�Q�L�W�L�D�W�L�Y�H���Z�L�O�O���E�H���L�Q�W�H�J�U�D�W�L�Q�J���(�D�V�\�7�U�D�G�H�U���L�Q�W�R���W�K�H���*�U�R�X�S���V���F�H�Q�W�U�D�O���–�G�H�Q�W�L�W�\���3�U�R�Y�L�G�H�U�����–�'�3�������7�K�L�V���Z�L�O�O��
�D�O�O�R�Z���F�X�V�W�R�P�H�U�V���W�R���P�R�Y�H���H�•�R�U�W�O�H�V�V�O�\���E�H�W�Z�H�H�Q���(�D�V�\�(�T�X�L�W�L�H�V���D�Q�G���(�D�V�\�7�U�D�G�H�U���X�V�L�Q�J���D���V�L�Q�J�O�H���O�R�J�L�Q�����–�W���Z�L�O�O���F�U�H�D�W�H���D��
truly seamless experience, making it easier for users to switch between investing and trading while maintaining 
�R�Q�H���X�Q�L�4�H�G���S�U�R�4�O�H�����2�Q�F�H���F�R�P�S�O�H�W�H�����(�D�V�\�7�U�D�G�H�U���Z�L�O�O���E�H���D�E�O�H���W�R���S�D�U�W�L�F�L�S�D�W�H���I�X�O�O�\���L�Q���W�K�H���E�U�R�D�G�H�U���H�Q�J�D�J�H�P�H�Q�W���D�Q�G��
�O�R�\�D�O�W�\���H�F�R�V�\�V�W�H�P�����L�Q�F�O�X�G�L�Q�J���7�K�U�L�Y�H���F�K�D�O�O�H�Q�J�H�V�����O�R�\�D�O�W�\���U�H�Z�D�U�G�V�����D�Q�G���R�W�K�H�U���F�U�R�V�V���S�U�R�G�X�F�W���E�H�Q�H�4�W�V���W�K�D�W���H�Q�K�D�Q�F�H��
customer engagement.

Together, these initiatives will transform EasyTrader from a standalone product into a core part of the 
�(�D�V�\�(�T�X�L�W�L�H�V�� �H�[�S�H�U�L�H�Q�F�H���� �)�<������ �Z�L�O�O�� �E�H�� �D�E�R�X�W�� �U�H�4�Q�H�P�H�Q�W���� �L�Q�W�H�J�U�D�W�L�R�Q���� �D�Q�G�� �H�Y�R�O�X�W�L�R�Q���F�U�H�D�W�L�Q�J�� �D�� �I�D�V�W���� �U�H�O�L�D�E�O�H����
and fully connected trading platform that feels naturally at home within the Easy Group ecosystem.
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EasyCredit is EasyEquities’ asset-backed lending product, enabling clients to access liquidity without selling 
their investments. EasyCredit addresses one of the primary drivers of portfolio churn — short-term cash needs 
— by allowing investors to borrow against their holdings. In doing so, it helps clients stay invested for the long 
term, while unlocking capital to manage expenses or seize market opportunities.

Review of FY25
EasyCredit delivered a strong performance — validating the product’s relevance, scale readiness, long-term 
potential and strategic contribution to the EasyEquities ecosystem.

�7�K�H�V�H���U�H�V�X�O�W�V���U�H�5�H�F�W���D���S�U�R�G�X�F�W���W�K�D�W���L�V���J�D�L�Q�L�Q�J���W�U�D�F�W�L�R�Q���Z�L�W�K���F�O�L�H�Q�W�V�����Z�K�L�O�H���D�O�V�R���L�P�S�U�R�Y�L�Q�J���F�U�H�G�L�W���T�X�D�O�L�W�\�����7�K�H���K�L�J�K��
�H�D�U�O�\���U�H�S�D�\�P�H�Q�W���U�D�W�H���D�O�L�J�Q�V���Z�L�W�K���(�D�V�\�&�U�H�G�L�W���V���S�R�V�L�W�L�R�Q�L�Q�J���D�V���D���5�H�[�L�E�O�H���F�U�H�G�L�W���W�R�R�O��

Operational enhancements over the year included:

R10.64mnR10.64mn
�'�L�V�E�X�U�V�H�G

�������������U�H�O�D�W�L�Y�H���W�R���)�<������

868868
�/�R�D�Q�V���,�V�V�X�H�G

(+64% relative to FY24)

R12,259R12,259
�$�Y�J�����/�R�D�Q���9�D�O�X�H���S�H�U���F�O�L�H�Q�W

(up 11%)

47% �F�R�Q�Y�H�U�V�L�R�Q���U�D�W�H���R�Q���D�S�S�O�L�F�D�W�L�R�Q�V
(up 22%) 99.8% �(�D�U�O�\���5�H�S�D�\�P�H�Q�W���5�D�W�H

�Z�L�W�K�������G�H�I�D�X�O�W�V

�/�D�X�Q�F�K�L�Q�J���O�R�D�Q���U�R�O�O�R�Y�H�U���I�X�Q�F�W�L�R�Q�D�O�L�W�\

���L�Q�F�U�H�D�V�H�G���U�H�S�H�D�W���O�H�Q�G�L�Q�J����

�,�Q�W�U�R�G�X�F�L�Q�J���D���������G�D�\���L�Q�W�H�U�H�V�W���I�U�H�H���S�H�U�L�R�G

�W�R���H�Q�K�D�Q�F�H���V�K�R�U�W���W�H�U�P���D�Š�R�U�G�D�E�L�O�L�W�\��

�(�Q�K�D�Q�F�H�P�H�Q�W�V���W�R���L�Q�F�U�H�D�V�H���F�U�H�G�L�W���X�W�L�O�L�V�D�W�L�R�Q

�I�R�U���F�O�L�H�Q�W�V���Z�L�W�K���O�R�Z���O�R�D�Q���W�R���Y�D�O�X�H��

�$�V�V�H�W�V���D�G�G�H�G���W�R���T�X�D�O�L�I�\�L�Q�J���F�R�O�O�D�W�H�U�D�O�����L�Q�F�O�X�G�L�Q�J

�(�7�)�V���D�Q�G���6�$���*�R�Y�H�U�Q�P�H�Q�W���%�R�Q�G�V��

Mbulelo Mpofana
Product Manager, EasyCredit

& EasyProtect
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Looking Forward 

We set ourselves ambitious growth targets which will be driven by:

• Launching Thrive-linked interest rate bands, rewarding engaged clients with reduced rates.

• Further expanding our universe of qualifying collateral.

• Platform improvements to surface how much credit clients can qualify for before starting an application.

• Improved on-platform visibility at relevant points. 

�(�D�V�\�&�U�H�G�L�W�� �L�V�� �Z�H�O�O�� �S�R�V�L�W�L�R�Q�H�G�� �W�R�� �W�D�N�H�� �D�G�Y�D�Q�W�D�J�H�� �R�I�� �W�K�H�� �L�P�S�U�R�Y�L�Q�J�� �L�Q�W�H�U�H�V�W�� �U�D�W�H�� �H�Q�Y�L�U�R�Q�P�H�Q�W�� �L�Q�� �6�R�X�W�K�� �$�I�U�L�F�D����
lower interest rates mean a lower cost of credit and lead to stronger market performance. These tailwinds 
�F�R�P�E�L�Q�H�G�� �Z�L�W�K�� �R�X�U�� �R�Z�Q�� �H�•�R�U�W�V�� �W�R�� �I�X�U�W�K�H�U�� �O�R�Z�H�U�� �F�U�H�G�L�W�� �F�R�V�W�V�� �I�R�U�� �H�Q�J�D�J�H�G�� �D�Q�G�� �V�D�Y�Y�\�� �L�Q�Y�H�V�W�R�U�V�� �W�K�U�R�X�J�K�� �W�K�H��
�������G�D�\���L�Q�W�H�U�H�V�W���I�U�H�H���S�H�U�L�R�G���D�Q�G���7�K�U�L�Y�H���O�L�Q�N�H�G���U�H�E�D�W�H�V���V�H�W�V���W�K�H���V�F�H�Q�H���I�R�U���D�Q���H�[�F�L�W�L�Q�J������������
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EasyProtect, EasyEquities’ investment-linked life insurance, is aligned with the group’s mission to empower and 
�K�H�O�S���R�X�U���F�O�L�H�Q�W�V���J�U�R�Z���D�Q�G���S�U�R�W�H�F�W���W�K�H�L�U���Z�H�D�O�W�K�����3�D�U�W�Q�H�U�L�Q�J���Z�L�W�K���6�D�Q�O�D�P�����D���V�L�J�Q�L�4�F�D�Q�W���V�K�D�U�H�K�R�O�G�H�U���D�Q�G���R�Q�H���R�I��
�$�I�U�L�F�D���V���S�U�H�P�L�H�U���O�L�I�H���L�Q�V�X�U�D�Q�F�H���S�U�R�Y�L�G�H�U�V�����(�D�V�\�3�U�R�W�H�F�W���O�H�Y�H�U�D�J�H�V���D���G�L�J�L�W�D�O���4�U�V�W���D�S�S�U�R�D�F�K���W�R���P�D�N�H���O�L�I�H���L�Q�V�X�U�D�Q�F�H��
simple and investor-focused. 

Review of Financial Year 2025

FY25 marked a year of meaningful progress 
for EasyProtect, with clear signals that our 
product is maturing, our funnel is improving, 
and our positioning is resonating with our 
investor-focused audience.

�$�V�� �D�W�� �4�Q�D�Q�F�L�D�O�� �\�H�D�U�� �H�Q�G���� �Z�H�� �K�D�G�� �������� �D�F�W�L�Y�H��
�S�R�O�L�F�L�H�V���� �D������������ �L�Q�F�U�H�D�V�H���U�H�O�D�W�L�Y�H���W�R���4�Q�D�Q�F�L�D�O��
�\�H�D�U���H�Q�G������������

�2�X�U�� �W�R�W�D�O�� �O�L�I�H�� �F�R�Y�H�U�� �D�P�R�X�Q�W�� �L�Q�F�U�H�D�V�H�G�� ����������
�I�U�R�P���4�Q�D�Q�F�L�D�O���\�H�D�U���H�Q�G�������������W�R���4�Q�D�Q�F�L�D�O���\�H�D�U��
�H�Q�G���������������Z�L�W�K���D�Q���D�Y�H�U�D�J�H���S�U�H�P�L�X�P���R�I���5��������
�S�H�U���S�R�O�L�F�\�����X�S���I�U�R�P���5�������������������L�Q�F�U�H�D�V�H����

269 Active Policies
�D�V���D�W���������$�X�J�X�V�W����������

���������������I�U�R�P���������$�X�J�X�V�W������������

R284mn Life Cover Amount
�D�V���D�W���������$�X�J�X�V�W����������

���������������I�U�R�P���������$�X�J�X�V�W������������

Mbulelo Mpofana
Product Manager, EasyCredit

& EasyProtect
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Our product enhancements included:

�����–�Q�W�U�R�G�X�F�H�G���L�Q�Y�H�V�W�P�H�Q�W���E�H�K�D�Y�L�R�X�U���G�U�L�Y�H�Q���X�S�I�U�R�Q�W���D�Q�G���V�X�V�W�D�L�Q�H�G���G�L�V�F�R�X�Q�W�V���R�I���X�S���W�R�����������W�R���R�X�U���F�O�L�H�Q�W���E�D�V�H����

�����–�Q�F�U�H�D�V�H�G���W�K�H���D�P�R�X�Q�W���R�I���F�R�Y�H�U���Z�H���F�D�Q���R�•�H�U���W�R���5���P���D�Q�G���L�Q�F�U�H�D�V�H�G���W�K�H���P�D�[�L�P�X�P���D�O�O�R�Z�D�E�O�H���S�R�O�L�F�\���W�H�U�P��

�����'�H�O�L�Y�H�U�H�G���V�L�J�Q�L�4�F�D�Q�W���S�O�D�W�I�R�U�P���L�P�S�U�R�Y�H�P�H�Q�W�V���W�R���L�P�S�U�R�Y�H���X�V�H�U���H�[�S�H�U�L�H�Q�F�H�����S�O�D�W�I�R�U�P���V�W�D�E�L�O�L�W�\�����D�Q�G���R�X�U���S�U�H�P�L�X�P����������
  collection capabilities

Looking Forward

�:�H���Y�H���J�D�L�Q�H�G���V�L�J�Q�L�4�F�D�Q�W���O�H�D�U�Q�L�Q�J�V���D�Q�G���H�[�S�H�U�L�H�Q�F�H���D�E�R�X�W���V�H�O�O�L�Q�J���G�L�U�H�F�W���W�R���F�R�Q�V�X�P�H�U���G�L�J�L�W�D�O���O�L�I�H���L�Q�V�X�U�D�Q�F�H�����7�K�H��
next phase will be focused on introducing a portfolio of focused embedded and wrapped products that 
�D�G�G�U�H�V�V���V�S�H�F�L�4�F���Q�H�H�G�V���R�I���R�X�U���L�Q�Y�H�V�W�R�U���F�R�P�P�X�Q�L�W�\�����:�H���U�H���D�L�P�L�Q�J���W�R���O�D�X�Q�F�K���D���Q�H�Z���H�P�E�H�G�G�H�G���S�U�R�G�X�F�W���L�Q���W�K�H�����V�W��
�K�D�O�I�� �R�I�� �)�<�������� �R�Y�H�U�� ������������ �F�O�L�H�Q�W�V�� �H�Q�W�K�X�V�L�D�V�W�L�F�D�O�O�\�� �J�D�Y�H�� �L�Q�S�X�W�� �D�Q�G�� �I�H�H�G�E�D�F�N���� �Z�K�L�F�K�� �K�H�O�S�H�G�� �V�K�D�S�H�� �W�K�H�� �S�U�R�G�X�F�W��
�G�H�Y�H�O�R�S�P�H�Q�W���� �2�W�K�H�U�� �S�U�R�G�X�F�W�V�� �Z�L�O�O�� �I�R�O�O�R�Z�� �Z�L�W�K�L�Q�� �W�K�H�� �4�Q�D�Q�F�L�D�O�� �\�H�D�U�� �D�V�� �Z�H�� �F�R�Q�W�L�Q�X�H�� �E�X�L�O�G�� �X�S�� �R�X�U�� �L�Q�V�X�U�D�Q�F�H��
portfolio.

Other strategic priorities:

�����*�U�R�Z���W�R�����������������3�R�O�L�F�L�H�V���O�H�Y�H�U�D�J�L�Q�J���R�X�U���H�[�L�V�W�L�Q�J���S�U�R�G�X�F�W���D�Q�G���W�K�H���Q�H�Z���S�U�R�G�X�F�W�V���Z�H���O�O���E�H���O�D�X�Q�F�K�L�Q�J���W�K�U�R�X�J�K�R�X�W������
  the year.

• Improve our retention rate, use multiple communication tools, education and collection improvements to  
�����V�L�J�Q�L�4�F�D�Q�W�O�\���O�R�Z�H�U���R�X�U���O�D�S�V�H���H�[�S�H�U�L�H�Q�F�H���Z�L�W�K�L�Q���W�K�H���4�U�V�W�������P�R�Q�W�K�V���R�I���D���Q�H�Z���S�R�O�L�F�\���E�H�L�Q�J���L�V�V�X�H�G��

We enter FY26 with momentum and an exciting pipeline of products to help us scale.
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Performance overview

�:�H���G�H�O�L�Y�H�U�H�G���D�Q�R�W�K�H�U���\�H�D�U���R�I���G�L�V�F�L�S�O�L�Q�H�G���H�[�H�F�X�W�L�R�Q�����5�H�Y�H�Q�X�H���Z�D�V���X�S���a���������L�Q���W�K�H�������������4�Q�D�Q�F�L�D�O���\�H�D�U�����D�Q�G���$�8�0��
�J�U�H�Z���a���������W�R���a�5���������E�Q�����7�K�H���(�D�V�\���8�P�E�U�H�O�O�D���)�X�Q�G���L�V���Q�R�Z���a�5�������P�����:�H���N�H�S�W���S�U�L�F�L�Q�J���V�L�P�S�O�H�����W�K�H���S�O�D�W�I�R�U�P���U�H�O�L�D�E�O�H����
and reporting clear.

AI-driven efficiency and experience

�����–�Q�V�L�G�H���5�–�6�(�����:�H���V�F�D�O�H�G���S�U�D�F�W�L�F�D�O���$�–���D�F�U�R�V�V���R�S�H�U�D�W�L�R�Q�V���W�R���U�H�P�R�Y�H���O�R�Z���Y�D�O�X�H���Z�R�U�N�����V�S�H�H�G���X�S���U�H�F�R�Q�F�L�O�L�D�W�L�R�Q�V�����D�Q�G����
   improve accuracy.

�����0�H�P�E�H�U���H�[�S�H�U�L�H�Q�F�H�����$�–���Q�R�Z���S�R�Z�H�U�V���V�P�D�U�W�H�U�����F�R�Q�W�H�[�W�X�D�O���K�H�O�S���L�Q�V�L�G�H���R�X�U���G�L�J�L�W�D�O���F�K�D�Q�Q�H�O�V���I�D�V�W�H�U���D�Q�V�Z�H�U�V������
   simpler language, and better guidance when people actually need it.

�����7�H�D�P�V�����–�Q���D�V�V�H�W���P�D�Q�D�J�H�P�H�Q�W�����$�–���D�F�F�H�O�H�U�D�W�H�V���U�H�V�H�D�U�F�K�����U�L�V�N���F�K�H�F�N�V���D�Q�G���P�R�Q�L�W�R�U�L�Q�J�����L�Q���D�G�P�L�Q�L�V�W�U�D�W�L�R�Q�����L�W����
�����V�W�U�H�D�P�O�L�Q�H�V���T�X�H�U�L�H�V�����G�R�F�X�P�H�Q�W�V���D�Q�G���H�[�F�H�S�W�L�R�Q���K�D�Q�G�O�L�Q�J�����7�K�H���U�H�V�X�O�W�����I�H�Z�H�U���K�D�Q�G���R�•�V�����T�X�L�F�N�H�U���W�X�U�Q�D�U�R�X�Q�G�����D�Q�G����
  more time for judgment calls.

Investments and positioning

Investment performance was solid. The team navigated a volatile year in geopolitics with discipline. We were 
�Z�H�O�O�� �S�R�V�L�W�L�R�Q�H�G�� �G�X�U�L�Q�J�� �H�D�U�O�\�� �X�Q�F�H�U�W�D�L�Q�W�\�� �D�U�R�X�Q�G�� �8�6�� �W�D�U�L�•�� �S�R�O�L�F�\�� �D�Q�G�� �V�W�D�\�H�G�� �E�D�O�D�Q�F�H�G�� �D�Q�G�� �Z�L�W�K�L�Q�� �P�D�Q�G�D�W�H����
translating macro noise into good investment outcomes.

Clients and growth

While there was some attrition, we achieved net client acquisition. What’s most encouraging is the broader 
�P�L�[���D���P�R�U�H���G�L�Y�H�U�V�L�4�H�G���F�O�L�H�Q�W���E�D�V�H���D�F�U�R�V�V���V�H�F�W�R�U�V���D�Q�G���V�L�]�H�V�����V�W�U�H�Q�J�W�K�H�Q�L�Q�J���U�H�V�L�O�L�H�Q�F�H���D�Q�G���S�L�S�H�O�L�Q�H���T�X�D�O�L�W�\��

Priorities for the next 12 months

�������0�D�N�H���W�K�H���H�P�S�O�R�\�H�U���H�[�S�H�U�L�H�Q�F�H���H�•�R�U�W�O�H�V�V�����G�H�H�S�H�U���S�D�\�U�R�O�O���+�5�–�6���L�Q�W�H�J�U�D�W�L�R�Q�V�����I�D�V�W�H�U���R�Q�E�R�D�U�G�L�Q�J�����D�Q�G���I�H�Z�H�U����������
    admin touchpoints.

2. Keep sharpening the investment engine: repeatable process, strong risk discipline, and clear communication   
    of positioning.

�������'�R�X�E�O�H���G�R�Z�Q���R�Q���$�–���Z�K�H�U�H���L�W���P�D�W�W�H�U�V�����P�R�U�H���D�X�W�R�P�D�W�L�R�Q���E�H�K�L�Q�G���W�K�H���V�F�H�Q�H�V���D�Q�G���P�R�U�H���K�H�O�S�I�X�O���J�X�L�G�D�Q�F�H���L�Q������
    front of members.

Deresh Lawangee
CEO, RISE & EasyRetire
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�$�V���Z�H���U�H�5�H�F�W���R�Q���W�K�H���S�D�V�W���4�Q�D�Q�F�L�D�O���\�H�D�U�����–���P���H�[�F�L�W�H�G���W�R���V�K�D�U�H���V�R�P�H���R�I���W�K�H���N�H�\���P�L�O�H�V�W�R�Q�H�V���D�F�K�L�H�Y�H�G���E�\���(�D�V�\�(�7�)�V��

�(�D�V�\�(�7�)�V�� �F�U�R�V�V�H�G�� �W�K�H�� �5���� �E�L�O�O�L�R�Q�� �$�8�0�� �P�D�U�N�� �M�X�V�W�� �Q�L�Q�H�� �P�R�Q�W�K�V�� �D�I�W�H�U�� �O�L�V�W�L�Q�J�� �R�X�U�� �4�U�V�W�� �$�F�W�L�Y�H�O�\�� �0�D�Q�D�J�H�G�� �(�7�)�� ���� �D��
testament to the strength of our distribution through EasyEquities and the impact of Thrive, which connected 
us directly with retail investors and helped raise approximately R982 million in new capital. The fund growth is 
further bolstered by the strong performance of the underlying funds.

�2�X�U�� �V�H�F�R�Q�G�� �P�D�M�R�U�� �I�R�F�X�V�� �D�U�H�D�� �W�K�L�V�� �\�H�D�U�� �Z�D�V�� �E�X�L�O�G�L�Q�J�� �R�X�U�� �R�S�H�U�D�W�L�R�Q�D�O�� �E�D�F�N�E�R�Q�H�� �W�K�D�W�� �L�V�� �U�H�T�X�L�U�H�G�� �W�R�� �V�F�D�O�H���� �:�H��
embedded the processes, controls, and partnerships necessary to support a growing product suite - paving the 
�Z�D�\���I�R�U���D�Q���H�[�S�D�Q�G�H�G���O�L�Q�H�X�S���R�I���I�X�Q�G�V���D�Q�G���W�K�H���O�D�X�Q�F�K���R�I���R�X�U���F�R���Q�D�P�L�Q�J���R�•�H�U�L�Q�J��

�/�R�R�N�L�Q�J�� �D�K�H�D�G���� �Z�H���U�H�� �H�Q�W�K�X�V�L�D�V�W�L�F�� �D�E�R�X�W�� �D�� �Q�H�Z�� �Z�D�Y�H�� �R�I�� �O�L�V�W�L�Q�J�V�� �L�Q�� �4���� �)�<�������� �L�Q�F�O�X�G�L�Q�J�� �R�X�U�� �4�U�V�W�� �F�R���Q�D�P�H�G��
�$�0�(�7�)�V���� �:�H���U�H�� �D�O�V�R�� �H�[�S�O�R�U�L�Q�J�� �W�K�H�� �S�R�W�H�Q�W�L�D�O�� �O�D�X�Q�F�K�� �R�I�� �D�� �&�U�\�S�W�R�� �(�7�)���� �D�Q�� �R�S�S�R�U�W�X�Q�L�W�\�� �W�K�D�W�� �F�R�X�O�G�� �I�X�U�W�K�H�U��
�G�L�•�H�U�H�Q�W�L�D�W�H���R�X�U���S�U�R�G�X�F�W���V�H�W���D�Q�G���E�U�R�D�G�H�Q���L�Q�Y�H�V�W�R�U���U�H�D�F�K�����(�D�F�K���R�I���W�K�H�V�H���L�Q�L�W�L�D�W�L�Y�H�V���S�R�V�L�W�L�R�Q�V���(�D�V�\�(�7�)�V���W�R���X�Q�O�R�F�N��
�Q�H�Z�� �$�8�0���� �V�W�U�H�Q�J�W�K�H�Q�� �U�H�F�X�U�U�L�Q�J�� �U�H�Y�H�Q�X�H���� �D�Q�G�� �F�H�P�H�Q�W�� �R�X�U�� �U�R�O�H�� �D�V�� �D�� �N�H�\�� �S�O�D�\�H�U�� �L�Q�� �W�K�H�� �6�R�X�W�K�� �$�I�U�L�F�D�Q�� �&�–�6��
ecosystem.

EasyETFs

R1bn AUM
Actively Managed ETFs

David Oberholzer
Business Manager,

EasyETFs
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�(�D�V�\�$�V�V�H�W�0�D�Q�D�J�H�P�H�Q�W���L�V���G�H�G�L�F�D�W�H�G���W�R���R�•�H�U�L�Q�J���D�•�R�U�G�D�E�O�H���D�Q�G���V�X�S�H�U�L�R�U���L�Q�Y�H�V�W�P�H�Q�W���V�R�O�X�W�L�R�Q�V�����:�H���D�O�L�J�Q���Z�L�W�K���W�K�H��
Easy Group’s mission of democratising access to investing and our approach is centred on making wealth 
management accessible, transparent, and customisable.

�2�X�U���$�0�(�7�)�V���W�D�U�J�H�W���W�K�H���P�R�V�W���S�R�S�X�O�D�U���L�Q�Y�H�V�W�R�U���F�D�W�H�J�R�U�L�H�V���Z�H���V�H�H���R�Q���(�D�V�\�(�T�X�L�W�L�H�V���D�Q�G���W�K�H���L�Q�Y�H�V�W�P�H�Q�W���P�D�U�N�H�W���L�Q��
�J�H�Q�H�U�D�O���� �7�K�D�W�� �L�V���� �Z�H�� �W�D�U�J�H�W�� �L�Q�Y�H�V�W�R�U�V�� �V�H�H�N�L�Q�J�� �J�O�R�E�D�O�� �P�D�U�N�H�W�� �H�[�S�R�V�X�U�H�� ���Y�L�D�� �R�X�U�� �*�O�R�E�D�O�� �(�T�X�L�W�L�H�V�� �$�0�(�7�)������ �W�K�R�V�H��
�L�Q�Y�H�V�W�R�U�V�� �Z�K�R�� �Z�L�V�K�� �W�R�� �L�Q�Y�H�V�W�� �L�Q�� �W�K�H�� �U�R�O�O�R�X�W�� �R�I�� �$�–�� �W�K�U�R�X�J�K�R�X�W�� �W�K�H�� �J�O�R�E�D�O�� �H�F�R�Q�R�P�\�� ���R�X�U�� �$�–�� �:�R�U�O�G�� �� �$�0�(�7�)���� �D�Q�G��
those investors who are looking for a balanced Regulation 28-compliant portfolio usually through their 
Retirement Annuity.

�2�X�U�� �*�O�R�E�D�O���(�T�X�L�W�\�� �$�0�(�7�)�� �K�D�V�� �U�H�W�X�U�Q�H�G���������� �\�H�D�U�� �W�R�� �G�D�W�H���L�Q�� ���������� �D�Q�G������������ �F�X�P�X�O�D�W�L�Y�H�O�\�� �R�Y�H�U�� �W�K�H�� �O�D�V�W���W�K�U�H�H��
�\�H�D�U�V���Z�K�L�F�K���F�R�P�S�D�U�H�V���W�R���0�6�&�–���$�O�O���&�R�X�Q�W�U�\���:�R�U�O�G���7�R�W�D�O���5�H�W�X�U�Q���R�I���������D�Q�G�����������������U�H�V�S�H�F�W�L�Y�H�O�\
���D�V���R�I�������2�F�W�R�E�H�U����������������

EasyETFs Global Equity AMETF AUM (R’m)
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340

390

�2�X�U�� �$�–�� �:�R�U�O�G�� �(�7�)�� �K�D�V�� �V�L�P�L�O�D�U�O�\�� �R�X�W�S�H�U�I�R�U�P�H�G�� �L�W�V�� �E�H�Q�F�K�P�D�U�N�� �Z�L�W�K�� �D�� �U�H�W�X�U�Q�� �R�I�� �������� �L�Q�� ���������� �D�Q�G�� �������� �V�L�Q�F�H��
�L�Q�F�H�S�W�L�R�Q���F�R�P�S�D�U�H�G���W�R���W�K�H���E�H�Q�F�K�P�D�U�N���0�R�U�Q�L�Q�J�V�W�D�U���*�O�R�E�D�O���$�U�W�L�4�F�L�D�O���–�Q�W�H�O�O�L�J�H�Q�F�H���–�Q�G�H�[���U�H�W�X�U�Q���R�I�����������D�Q�G����������
�U�H�V�S�H�F�W�L�Y�H�O�\�����D�V���R�I�������2�F�W�R�E�H�U����������������
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EasyETFs AI World AMETF AUM (R’m)

Shaun Krom
CIO, EAM
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�2�X�U���%�D�O�D�Q�F�H�G���$�0�(�7�)���K�D�V���U�H�W�X�U�Q�H�G�����������L�Q�������������Z�L�W�K���D���F�X�P�X�O�D�W�L�Y�H���U�H�W�X�U�Q���V�L�Q�F�H���L�Q�F�H�S�W�L�R�Q���R�I�������������F�R�P�S�D�U�H�G���W�R��
�W�K�H���E�H�Q�F�K�P�D�U�N���Z�K�L�F�K���L�V���W�K�H���$�6�–�6�$���+�L�J�K���(�T�X�L�W�\���&�D�W�H�J�R�U�\���$�Y�H�U�D�J�H���R�I�����������D�Q�G�����������U�H�V�S�H�F�W�L�Y�H�O�\�����D�V���R�I�������2�F�W�R�E�H�U��
��������������
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EasyETFs Balanced AMETF AUM (R’m)

745

Looking Ahead

�/�R�R�N�L�Q�J�� �I�R�U�Z�D�U�G���� �(�D�V�\�$�V�V�H�W�0�D�Q�D�J�H�P�H�Q�W�� �L�V�� �S�R�L�V�H�G�� �I�R�U�� �I�X�U�W�K�H�U�� �H�[�S�D�Q�V�L�R�Q�� �D�Q�G�� �S�U�R�G�X�F�W�� �G�H�Y�H�O�R�S�P�H�Q�W���� �:�H�� �D�U�H��
�S�U�R�D�F�W�L�Y�H�O�\���D�S�S�U�R�D�F�K�L�Q�J���P�D�U�N�H�W���S�D�U�W�L�F�L�S�D�Q�W�V���Z�L�W�K���R�X�U���$�0�(�7�)�V���U�D�Q�J�H���Z�K�L�F�K���L�V���D�Q�G���Z�H���D�U�H���J�D�L�Q�L�Q�J���W�U�D�F�W�L�R�Q�����:�H��
have a positive outlook for markets over the upcoming year and have conviction believe that our investment 
strategy will continue to perform.

OUR BUSINESS CONTINUED
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Eas y Investments
Group of Investments Businesses

�–���D�P���H�[�F�H�S�W�L�R�Q�D�O�O�\���S�U�R�X�G���R�I���W�K�H���S�H�U�I�R�U�P�D�Q�F�H���R�I���R�X�U���L�Q�Y�H�V�W�P�H�Q�W�V���E�X�V�L�Q�H�V�V�H�V���R�Y�H�U���W�K�H���S�D�V�W���\�H�D�U�����2�X�U���W�H�D�P�V���K�D�Y�H��
demonstrated relentless focus on business origination, relationship building, and industry partnerships.

�7�K�H�� �3�X�U�S�O�H�� �*�U�R�X�S�� �–�Q�Y�H�V�W�P�H�Q�W�V�� �F�O�X�V�W�H�U���� �F�R�P�S�U�L�V�L�Q�J�� �(�D�V�\�5�H�W�L�U�H�� �5�–�6�(���� �(�D�V�\�$�V�V�H�W�0�D�Q�D�J�H�P�H�Q�W���� �D�Q�G�� �(�D�V�\�(�7�)�V����
continues to deliver exceptional results, achievements made possible by their credible investment expertise 
�D�Q�G���H�[�W�H�Q�V�L�Y�H���4�Q�D�Q�F�L�D�O���P�D�U�N�H�W�V���H�[�S�H�U�L�H�Q�F�H�����V�X�S�S�R�U�W�H�G���E�\���W�K�H���H�[�F�H�O�O�H�Q�W���V�K�D�U�H�G���V�H�U�Y�L�F�H�V���W�H�D�P�V���R�I���3�X�U�S�O�H���*�U�R�X�S��

                                                    –  Positioned for Sustained Growth

�2�X�U���P�X�O�W�L���P�D�Q�D�J�H�U���E�X�V�L�Q�H�V�V�����(�D�V�\�5�H�W�L�U�H���5�–�6�(�����G�H�O�L�Y�H�U�H�G���P�R�V�W�O�\���W�R�S���T�X�D�U�W�L�O�H���S�H�U�I�R�U�P�D�Q�F�H���D�Q�G���V�H�F�X�U�H�G���D���V�W�U�R�Q�J��
�S�L�S�H�O�L�Q�H���R�I���U�H�W�L�U�H�P�H�Q�W���I�X�Q�G�V���E�X�V�L�Q�H�V�V�����'�X�U�L�Q�J���W�K�H���\�H�D�U�����Z�H���F�R�Q�W�L�Q�X�H�G���W�R���D�G�Y�D�Q�F�H���W�K�H���(�D�V�\�8�P�E�U�H�O�O�D���)�X�Q�G�����D�Q��
�R�S�H�Q���D�U�F�K�L�W�H�F�W�X�U�H�� �U�H�W�L�U�H�P�H�Q�W�� �S�O�D�W�I�R�U�P�� �G�L�•�H�U�H�Q�W�L�D�W�H�G�� �E�\�� �L�W�V�� �W�H�F�K�Q�R�O�R�J�\���H�Q�D�E�O�H�G�� �E�D�F�N�H�Q�G�� �S�R�Z�H�U�H�G�� �E�\��
EasyEquities. This innovation positions us for scale and inclusive growth in the retirement market.

                                                       – Bespoke Excellence

�(�D�V�\�$�V�V�H�W�0�D�Q�D�J�H�P�H�Q�W�� �K�D�V�� �H�V�W�D�E�O�L�V�K�H�G�� �L�W�V�H�O�I�� �D�V�� �R�Q�H�� �R�I�� �6�R�X�W�K�� �$�I�U�L�F�D���V�� �O�H�D�G�L�Q�J�� �E�H�V�S�R�N�H�� �D�V�V�H�W�� �P�D�Q�D�J�H�U�V����
delivering exceptional results across its Global Equity and AI World Funds. Assets under management doubled 
�\�H�D�U���R�Q���\�H�D�U�����G�U�L�Y�H�Q���E�\���F�R�Q�V�L�V�W�H�Q�W���R�X�W�S�H�U�I�R�U�P�D�Q�F�H���D�Q�G���V�W�U�R�Q�J���L�Q�5�R�Z�V�����S�D�U�W�L�F�X�O�D�U�O�\���I�U�R�P���W�K�H���(�D�V�\�(�T�X�L�W�L�H�V���F�O�L�H�Q�W��
�E�D�V�H�����D�]�U�P�L�Q�J���R�X�U���G�L�V�F�L�S�O�L�Q�H�G���L�Q�Y�H�V�W�P�H�Q�W���D�S�S�U�R�D�F�K���D�Q�G���F�R�P�P�L�W�P�H�Q�W���W�R���F�O�L�H�Q�W���Y�D�O�X�H��

                                    – Innovation Through Listed Funds

�(�D�V�\�(�7�)�V�� �F�R�Q�W�L�Q�X�H�V�� �W�R�� �U�H�G�H�4�Q�H�� �W�K�H�� �6�R�X�W�K�� �$�I�U�L�F�D�Q�� �L�Q�Y�H�V�W�P�H�Q�W�� �O�D�Q�G�V�F�D�S�H�� �W�K�U�R�X�J�K�� �L�W�V�� �S�L�R�Q�H�H�U�L�Q�J�� �$�F�W�L�Y�H�O�\��
�0�D�Q�D�J�H�G�� �(�[�F�K�D�Q�J�H�� �7�U�D�G�H�G�� �)�X�Q�G�V�� ���$�0�(�7�)�V������ �7�K�H�� �W�K�U�H�H�� �$�0�(�7�)�V�� �O�D�X�Q�F�K�H�G�� �R�Q�� �W�K�H�� �-�6�(�� �L�Q�� �O�D�W�H�� ���������� �K�D�Y�H�� �E�H�H�Q��
highly successful, demonstrating strong demand for active, transparent, and accessible investment vehicles. 
�:�L�W�K�� �D�� �U�R�E�X�V�W�� �S�L�S�H�O�L�Q�H�� �R�I�� �Q�H�Z�� �$�0�(�7�)�V�� �D�Z�D�L�W�L�Q�J�� �)�6�&�$�� �D�Q�G�� �-�6�(�� �D�S�S�U�R�Y�D�O���� �(�D�V�\�(�7�)�V�� �L�V�� �V�H�W�� �W�R�� �G�R�X�E�O�H�� �L�W�V�� �J�U�R�Z�W�K��
again in the next 6 to 12 months, further disrupting and democratising the unit trust industry.

                                                  – Collaboration for Impact

�(�V�W�D�E�O�L�V�K�H�G���L�Q���������������W�K�H���(�D�V�\�–�Q�Y�H�V�W�P�H�Q�W�V���)�R�U�X�P���X�Q�L�W�H�V���W�K�H���O�H�D�G�H�U�V�K�L�S���R�I���(�D�V�\�5�H�W�L�U�H���5�–�6�(�����(�D�V�\�$�V�V�H�W�0�D�Q�D�J�H�P�H�Q�W����
�D�Q�G���(�D�V�\�(�7�)�V���X�Q�G�H�U���D���V�L�Q�J�O�H���V�W�U�D�W�H�J�L�F���F�O�X�V�W�H�U�����–�W�V���S�X�U�S�R�V�H���L�V���W�R���H�Q�K�D�Q�F�H���F�R�O�O�D�E�R�U�D�W�L�R�Q�����L�P�S�U�R�Y�H���H�]�F�L�H�Q�F�L�H�V�����D�Q�G��
unlock synergies across the investment ecosystem. The Forum provides oversight of investment management, 
product innovation, and governance, ensuring alignment with Purple Group’s strategy and amplifying group-wide 
impact.

It has already strengthened integration, accelerated decision-making, and enhanced governance, positioning 
EasyInvestments as the architect of scalable wealth growth across the Group.

Looking Ahead

�$�V���Z�H���P�R�Y�H���L�Q�W�R���W�K�H���Q�H�[�W���4�Q�D�Q�F�L�D�O���\�H�D�U�����R�X�U���I�R�F�X�V���U�H�P�D�L�Q�V���R�Q���H�[�S�D�Q�G�L�Q�J���S�U�R�G�X�F�W���V�X�L�W�H�����G�H�H�S�H�Q�L�Q�J��
partnerships and leveraging group technology, including AI, to enhance decision-making to meet client needs.

Nicola Comninos
Chief Investments &

 Risk Officer 
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Eas yPartnerships
�–�� �D�P�� �S�U�R�X�G�� �W�R�� �S�U�H�V�H�Q�W�� �R�X�U�� �S�D�U�W�Q�H�U�V�K�L�S�� �X�S�G�D�W�H�� �I�R�U�� �W�K�H�� ���������� �4�Q�D�Q�F�L�D�O�� �\�H�D�U���� �D�� �S�H�U�L�R�G�� �G�H�4�Q�H�G�� �E�\�� �H�P�E�H�G�G�H�G��
journeys, shared growth, and a compelling story of innovation and impact across our ecosystem.

�–�Q�� �)�<�������� �3�X�U�S�O�H�� �*�U�R�X�S���V�� �V�W�U�D�W�H�J�L�F�� �S�D�U�W�Q�H�U�V�K�L�S�V�� �Z�L�W�K�� �6�D�W�U�L�[���� �&�D�S�L�W�H�F���� �'�L�V�F�R�Y�H�U�\�� �%�D�Q�N���� �7�H�O�N�R�P���� �D�Q�G�� �$�\�R�E�D��
�F�R�Q�W�L�Q�X�H�G�� �W�R�� �D�G�Y�D�Q�F�H�� �R�X�U�� �P�L�V�V�L�R�Q�� �W�R�� �G�H�P�R�F�U�D�W�L�V�H�� �L�Q�Y�H�V�W�L�Q�J�� �D�Q�G�� �E�U�R�D�G�H�Q�� �4�Q�D�Q�F�L�D�O�� �L�Q�F�O�X�V�L�R�Q�� �D�F�U�R�V�V�� �6�R�X�W�K��
Africa. These relationships have matured into deeply entrenched investment capabilities within some of the 
country’s most trusted digital ecosystems, from banking apps to mobile platforms and messaging services, 
�H�Q�D�E�O�L�Q�J���V�H�D�P�O�H�V�V���P�D�U�N�H�W���D�F�F�H�V�V���W�R���P�L�O�O�L�R�Q�V�����%�\���O�R�Z�H�U�L�Q�J���E�D�U�U�L�H�U�V�����D�F�W�L�Y�D�W�L�Q�J���4�U�V�W���W�L�P�H���L�Q�Y�H�V�W�R�U�V�����D�Q�G���H�[�W�H�Q�G�L�Q�J��
�Z�H�D�O�W�K���E�X�L�O�G�L�Q�J���W�R�R�O�V���W�R���X�Q�G�H�U�V�H�U�Y�H�G���V�H�J�P�H�Q�W�V�����Z�H���D�U�H���U�H�V�K�D�S�L�Q�J���K�R�Z���D�Q�G���Z�K�H�U�H���6�R�X�W�K���$�I�U�L�F�D�Q�V���H�Q�J�D�J�H���Z�L�W�K��
investing.

Together with our partners, we remain focused on helping clients grow and protect their wealth through 
�G�L�Y�H�U�V�L�4�H�G���V�R�O�X�W�L�R�Q�V�����4�Q�D�Q�F�L�D�O���H�G�X�F�D�W�L�R�Q�����D�Q�G���O�R�Q�J���W�H�U�P���L�Q�F�H�Q�W�L�Y�H�V���W�K�D�W���S�U�R�P�R�W�H���V�X�V�W�D�L�Q�H�G���S�D�U�W�L�F�L�S�D�W�L�R�Q�����7�K�L�V��
model continues to drive growth across key metrics, including acquisition, engagement, and client assets, while 
enhancing partner value and unlocking shared impact. As we scale, we remain committed to building a more 
�L�Q�F�O�X�V�L�Y�H���D�Q�G���U�H�V�L�O�L�H�Q�W���4�Q�D�Q�F�L�D�O���I�X�W�X�U�H���I�R�U���F�O�L�H�Q�W�V�����S�D�U�W�Q�H�U�V�����D�Q�G���V�K�D�U�H�K�R�O�G�H�U�V���D�O�L�N�H��

Performance

Revenue grew by 15%���� �G�U�L�Y�H�Q�� �E�\�� �L�Q�F�U�H�D�V�H�G�� �L�Q�5�R�Z�V���� �U�L�V�L�Q�J�� �F�O�L�H�Q�W�� �1�$�9���� �D�Q�G�� �J�U�H�D�W�H�U�� �S�U�R�G�X�F�W��
�G�L�Y�H�U�V�L�4�F�D�W�L�R�Q���� �V�X�S�S�R�U�W�H�G�� �E�\�� �W�K�H�� �R�Q�J�R�L�Q�J�� �U�R�O�O�R�X�W�� �R�I�� �Q�H�Z�� �L�Q�Y�H�V�W�P�H�Q�W�� �S�U�R�G�X�F�W�V�� �D�F�U�R�V�V�� �S�D�U�W�Q�H�U��
�H�F�R�V�\�V�W�H�P�V�����7�K�L�V���S�H�U�I�R�U�P�D�Q�F�H���U�H�5�H�F�W�V���N�H�\���L�Q�L�W�L�D�W�L�Y�H�V�����L�Q�F�O�X�G�L�Q�J���W�K�H���W�U�D�Q�V�L�W�L�R�Q���I�U�R�P���W�K�H���&�D�S�L�W�H�F���Z�L�G�J�H�W��
�W�R�� �D�� �I�X�O�O�� �(�D�V�\�(�T�X�L�W�L�H�V�� �E�U�H�D�N�R�X�W���� �X�Q�O�R�F�N�L�Q�J�� �(�(���V�� �F�R�P�S�O�H�W�H�� �S�U�R�G�X�F�W�� �V�X�L�W�H���� �D�Q�G�� �'�L�V�F�R�Y�H�U�\�� �%�D�Q�N���V��
accelerated growth through targeted, behaviour-led campaigns and an enhanced onboarding journey.

Active Clients rose by 16%���� �U�H�5�H�F�W�L�Q�J�� �F�R�Q�W�L�Q�X�H�G�� �W�U�X�V�W�� �L�Q�� �W�K�H�� �(�D�V�\�(�T�X�L�W�L�H�V�� �S�O�D�W�I�R�U�P�� �D�Q�G�� �J�U�R�Z�L�Q�J��
adoption of our services. This growth was driven by both new client acquisition and increased 
conversion of registered to funded clients.

Revenue
Growth

+15%

Active Clients
Grew

+16%

Value

+33%

Client Assets
Expanded

+27%

Deposit Values
Climbed

+30%
Traded

Bradley Leather
Partnership Officer
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In FY25, we deepened partner platform integration to enhance accessibility, usability, and engagement, while 
unlocking broader product access and enabling campaigns at greater scale.

Capitec transitioned from its widget to a clean breakout, providing seamless access to EasyEquities’ full product 
�V�X�L�W�H���D�Q�G���H�Q�K�D�Q�F�H�G���S�D�\�P�H�Q�W���H�]�F�L�H�Q�F�\���W�K�U�R�X�J�K���&�D�S�L�W�H�F���3�D�\���Z�L�W�K�L�Q���L�W�V���F�R�U�H���E�D�Q�N�L�Q�J���D�S�S����

�)�R�U�� �6�D�W�U�L�[���� �Z�H�� �G�H�O�L�Y�H�U�H�G�� �D�� �F�R�P�S�O�H�W�H�� �&�–�� �U�H�I�U�H�V�K�� �D�Q�G�� �V�W�U�H�D�P�O�L�Q�H�G�� �R�Q�E�R�D�U�G�L�Q�J�� �M�R�X�U�Q�H�\���� �L�P�S�U�R�Y�L�Q�J�� �F�O�L�H�Q�W��
conversion and campaign engagement across all digital channels. 

�:�H���V�L�P�S�O�L�4�H�G���W�K�H���H�Q�G���W�R���H�Q�G���R�Q�E�R�D�U�G�L�Q�J���S�U�R�F�H�V�V���I�R�U���'�L�V�F�R�Y�H�U�\���%�D�Q�N�����P�D�N�L�Q�J���L�W���H�D�V�L�H�U���I�R�U���F�O�L�H�Q�W�V���W�R���R�S�H�Q���D�Q�G��
�O�L�Q�N�� �W�K�H�L�U�� �D�F�F�R�X�Q�W�V���� �7�K�L�V�� �H�Q�D�E�O�H�G�� �L�Q�W�H�J�U�D�W�H�G�� �F�D�P�S�D�L�J�Q�V�� �W�K�D�W�� �F�R�Q�Q�H�F�W�H�G�� �L�Q�Y�H�V�W�L�Q�J�� �Z�L�W�K�� �S�R�V�L�W�L�Y�H�� �4�Q�D�Q�F�L�D�O��
behaviours, reinforcing habits such as consistent contributions, goal-based investing, and sustained platform 
engagement. 

Telkom and ayoba continued to play a key role in our mission to democratise investing across its established 
channels, ensuring consistent visibility and reach.

Value Traded increased by 33%, fuelled by greater market participation and improved platform 
accessibility through key partner integrations. The increase in trading volumes demonstrates clients’ 
�J�U�R�Z�L�Q�J���F�R�Q�4�G�H�Q�F�H���L�Q���W�K�H���S�O�D�W�I�R�U�P���V���H�D�V�H���R�I���X�V�H���D�Q�G���S�U�R�G�X�F�W���U�H�O�H�Y�D�Q�F�H��

Client Assets expanded by 27%�����V�K�R�Z�F�D�V�L�Q�J���E�R�W�K���V�W�U�R�Q�J���D�V�V�H�W���U�H�W�H�Q�W�L�R�Q���D�Q�G���S�R�V�L�W�L�Y�H���Q�H�W���F�D�V�K���L�Q�5�R�Z�V��
�R�I���R�Y�H�U���5���E�Q�����7�K�L�V���J�U�R�Z�W�K���Z�D�V���I�X�U�W�K�H�U���V�X�S�S�R�U�W�H�G���E�\���W�K�H���G�L�Y�H�U�V�L�4�F�D�W�L�R�Q���R�I���S�U�R�G�X�F�W���R�•�H�U�L�Q�J�V�����L�Q�F�U�H�D�V�H�G��
targeted campaigns and educational initiatives.

Deposit Values climbed by 30%, underscoring our clients’ resilience and commitment to consistent 
investing. The increase also highlights the growing appeal of EasyEquities as a primary investment 
destination for retail investors.
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Looking Forward

In FY26, we will accelerate the rollout of EasyEquities products across our partners' ecosystems, deepening 
technical integration, broadening product availability, and driving high-frequency campaigns to uplift client 
acquisition and engagement. From embedded investment journeys in everyday banking to reward-linked 
promotions and behaviour-driven content, our focus remains on collaborative execution that delivers 
long-term value for clients and partners alike.

In parallel, we have a growing pipeline of strategic partnerships that will unlock new verticals, extend our reach, 
�D�Q�G�� �G�U�L�Y�H�� �K�L�J�K�H�U�� �$�5�3�8���� �7�K�H�� �W�U�D�Q�V�L�W�L�R�Q�� �I�U�R�P�� �7�H�O�N�R�P�3�D�\�� �W�R�� �W�K�H�� �X�S�J�U�D�G�H�G�� �0�\�7�H�O�N�R�P�� �D�S�S�� �P�D�U�N�V�� �R�Q�H�� �V�X�F�K��
�P�L�O�H�V�W�R�Q�H�����H�Q�D�E�O�L�Q�J���D�F�F�H�V�V���W�R���R�Y�H�U���������P�L�O�O�L�R�Q���X�V�H�U�V��

Regionally, the launch of EasyEquities in Kenya marks a pivotal milestone in our African expansion strategy, 
�O�D�\�L�Q�J���W�K�H���I�R�X�Q�G�D�W�L�R�Q���I�R�U���E�U�R�D�G�H�U���V�W�U�D�W�H�J�L�F���S�D�U�W�Q�H�U�V�K�L�S�V���D�F�U�R�V�V���(�D�V�W���$�I�U�L�F�D���V���I�D�V�W���J�U�R�Z�L�Q�J���4�Q�W�H�F�K���H�F�R�V�\�V�W�H�P�����$�V��
we look ahead, we remain committed to co-creating scalable, high-impact solutions that drive participation, 
�J�U�R�Z���Z�H�D�O�W�K�����D�Q�G���H�[�W�H�Q�G���4�Q�D�Q�F�L�D�O���L�Q�F�O�X�V�L�R�Q���D�F�U�R�V�V���6�R�X�W�K���$�I�U�L�F�D���D�Q�G���E�H�\�R�Q�G��
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Charles Savage
Chief Executive Officer

EasyGrow Coach

Charles completed a B.Com in Accounting and Information Systems at the University of Cape Town in 1996. For 
�Z�H�O�O�� �R�Y�H�U�� �W�Z�R�� �G�H�F�D�G�H�V���� �K�H�� �K�D�V�� �E�H�H�Q�� �D�F�W�L�Y�H�� �L�Q�� �4�Q�D�Q�F�L�D�O�� �P�D�U�N�H�W�V�� �Z�L�W�K�� �D�� �V�W�U�R�Q�J�� �I�R�F�X�V�� �R�Q�� �W�H�F�K�Q�R�O�R�J�\���� �E�X�V�L�Q�H�V�V��
development and leadership.

He was part of the team that pioneered CFD and spread trading in South Africa and, in 2000, led the 
�G�H�Y�H�O�R�S�P�H�Q�W���R�I���W�K�H���Z�R�U�O�G���V���4�U�V�W���I�X�O�O�\���D�X�W�R�P�D�W�H�G���R�Q�O�L�Q�H���V�S�U�H�D�G���W�U�D�G�L�Q�J���S�O�D�W�I�R�U�P��

Charles managed GT247.com’s South African operations from 2003 and was part of the Global Trader 
Executive. He is now responsible for strategically leading the operating business units of the Group.

�&�K�D�U�O�H�V���M�R�L�Q�H�G���W�K�H���%�R�D�U�G���L�Q���-�X�O�\�������������D�Q�G���V�H�U�Y�H�V���R�Q���W�K�H���5�L�V�N���&�R�P�P�L�W�W�H�H��

�0�\�� �S�X�U�S�R�V�H�� �L�V�� �W�R�� �O�H�Y�H�U�D�J�H�� �P�\�� �W�H�F�K�Q�R�O�R�J�\���� �4�Q�D�Q�F�L�D�O�� �P�D�U�N�H�W�V���� �O�H�D�G�H�U�V�K�L�S�� �D�Q�G�� �V�W�U�D�W�H�J�\�� �H�[�S�H�U�L�H�Q�F�H�� �W�R��
�H�P�S�R�Z�H�U�� �R�X�U�� �L�Q�F�U�H�G�L�E�O�H�� �W�H�D�P�� �W�R�� �P�D�N�H�� �L�Q�Y�H�V�W�L�Q�J�� �H�D�V�\�� �I�R�U�� �H�Y�H�U�\�R�Q�H���� �0�H�D�V�X�U�L�Q�J�� �R�X�U�� �L�P�S�D�F�W�� �W�K�U�R�X�J�K��
�X�S�O�L�I�W�L�Q�J���W�K�H���4�Q�D�Q�F�L�D�O���O�L�Y�H�V���R�I���H�Y�H�U�\�R�Q�H���W�K�D�W���H�Q�F�R�X�Q�W�H�U�V���X�V���V�R���W�K�D�W�������������\�H�D�U�V���I�U�R�P���Q�R�Z�����S�H�R�S�O�H���U�H�F�R�J�Q�L�V�H��
�R�X�U�� �F�R�Q�W�U�L�E�X�W�L�R�Q�� �W�R�� �F�K�D�Q�J�L�Q�J�� �W�K�H�� �4�Q�D�Q�F�L�D�O�� �I�D�E�U�L�F�� �R�I�� �W�K�H�� �F�R�X�Q�W�U�L�H�V�� �Z�H�� �R�S�H�U�D�W�H�� �L�Q�� �E�\�� �P�D�N�L�Q�J�� �L�Q�Y�H�V�W�L�Q�J�� �D�Q��
easy, enjoyable and rewarding experience.

Purple Group
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Gary completed his articles at KPMG in 2002, qualifying as a Chartered Accountant. He then spent four 
years in KPMG’s Transaction Advisory Division before joining Purple Group in 2006. Gary was Head of 
Corporate Finance until April 2013, when he was appointed Group CFO.

�+�H���M�R�L�Q�H�G���W�K�H���%�R�D�U�G���L�Q���$�S�U�L�O�������������D�Q�G���V�H�U�Y�H�V���R�Q���W�K�H���5�L�V�N���&�R�P�P�L�W�W�H�H��

Gary van Dyk
Chief Financial Officer

EasyServe CoachPurple Group

�6�D�I�H�J�X�D�U�G�L�Q�J���F�O�L�H�Q�W�V�����D�Q�G���E�X�V�L�Q�H�V�V���D�V�V�H�W�V�����G�U�L�Y�L�Q�J���F�R�V�W���H�]�F�L�H�Q�F�L�H�V�����D�Q�G���S�U�R�Y�L�G�L�Q�J���E�X�V�L�Q�H�V�V���L�Q�W�H�O�O�L�J�H�Q�F�H���W�R��
support growth are at the heart of my role. As the business expands into new products and jurisdictions, 
�F�R�P�S�O�H�[�L�W�\���Z�L�O�O���L�Q�F�U�H�D�V�H������ �E�X�W���V�R���Z�L�O�O���R�S�S�R�U�W�X�Q�L�W�\�����–���K�D�Y�H���H�Y�H�U�\���F�R�Q�4�G�H�Q�F�H���L�Q���P�\���W�H�D�P���V���D�E�L�O�L�W�\���W�R���P�H�H�W��
�W�K�H�V�H�� �F�K�D�O�O�H�Q�J�H�V�� �K�H�D�G���R�Q�� �D�V�� �Z�H�� �F�R�Q�W�L�Q�X�H�� �W�R�� �G�H�O�L�Y�H�U�� �L�Q�Q�R�Y�D�W�L�Y�H�� �4�Q�D�Q�F�L�D�O�� �S�U�R�G�X�F�W�V�� �I�R�U�� �H�Y�H�U�\�R�Q�H�� �D�Q�G��
exceptional value for our shareholders.

Nicola, a CFA Charterholder with Investment Management degrees (both Cum Laude), has over two decades 
�R�I�� �4�Q�D�Q�F�L�D�O�� �P�D�U�N�H�W�V�� �H�[�S�H�U�L�H�Q�F�H���� �6�K�H�� �K�D�V�� �K�H�O�G�� �O�H�D�G�H�U�V�K�L�S�� �U�R�O�H�V�� �D�W�� �W�K�H�� �-�6�(�� �D�F�U�R�V�V�� �H�T�X�L�W�L�H�V���� �G�H�U�L�Y�D�W�L�Y�H�V����
�V�W�U�D�W�H�J�\�����V�X�V�W�D�L�Q�D�E�L�O�L�W�\�����U�L�V�N���D�Q�G���E�X�V�L�Q�H�V�V���L�Q�W�H�O�O�L�J�H�Q�F�H��

�$�W�� �3�X�U�S�O�H�� �*�U�R�X�S�� �V�K�H�� �R�Y�H�U�V�H�H�V�� �J�U�R�X�S�� �L�Q�Y�H�V�W�P�H�Q�W�V�� �D�Q�G�� �W�U�X�V�W�� �I�X�Q�F�W�L�R�Q�V�� �D�Q�G�� �S�O�D�\�V�� �D�� �N�H�\�� �U�R�O�H�� �L�Q�� �S�U�R�G�X�F�W��
innovation as Managing Director of EasyETFs, executive lead for EasyAsset Management and director of 
�(�D�V�\�5�H�W�L�U�H���5�–�6�(�� �D�Q�G���$�X�V�W�U�D�O�L�D�Q���E�X�V�L�Q�H�V�V�H�V���� �6�K�H���O�H�D�G�V���W�K�H���*�U�R�X�S���V�� �U�L�V�N���� �O�H�J�D�O���� �F�R�P�S�O�L�D�Q�F�H���� �J�R�Y�H�U�Q�D�Q�F�H���D�Q�G��
sustainability functions.

�1�L�F�R�O�D���V�H�U�Y�H�V���R�Q���W�K�H���3�X�U�S�O�H���*�U�R�X�S���%�R�D�U�G���5�L�V�N���D�Q�G���6�R�F�L�D�O���D�Q�G���(�W�K�L�F�V���&�R�P�P�L�W�W�H�H�V�����V�H�U�Y�H�V���D�V���Q�R�Q���H�[�H�F�X�W�L�Y�H��
director of CFA Society South Africa, and IRMSA boards, which she chairs.

�0�\�� �S�X�U�S�R�V�H�� �L�V�� �W�R�� �D�S�S�O�\�� �P�\�� �H�P�S�R�Z�H�U�L�Q�J�� �O�H�D�G�H�U�V�K�L�S�� �V�W�\�O�H���� �S�U�R�E�O�H�P���V�R�O�Y�L�Q�J�� �P�L�Q�G�V�H�W�� �D�Q�G�� �E�U�R�D�G�� �4�Q�D�Q�F�L�D�O��
�P�D�U�N�H�W�V���H�[�S�H�U�L�H�Q�F�H���W�R���H�Q�D�E�O�H���3�X�U�S�O�H���W�H�D�P�V���W�R���D�F�K�L�H�Y�H���R�X�U���S�X�U�S�R�V�H���R�I���P�D�N�L�Q�J���L�Q�Y�H�V�W�L�Q�J���H�D�V�\���I�R�U���H�Y�H�U�\�R�Q�H��
���� �H�Q�V�X�U�L�Q�J�� �Z�H�� �E�X�L�O�G�� �D�� �V�H�F�X�U�H���� �V�X�V�W�D�L�Q�D�E�O�H�� �D�Q�G�� �W�U�X�V�W�H�G�� �4�Q�W�H�F�K�� �J�U�R�X�S�� �Z�L�W�K�� �L�Q�Q�R�Y�D�W�L�Y�H���� �L�Q�G�X�V�W�U�\�� �O�H�D�G�L�Q�J��
investment solutions..

Nicola Comninos
Chief Investments and Risk Officer

EasyInvest & EasyTrust CoachPurple Group
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Paul began his career in systems development in 1994 and has been pushing technological boundaries ever 
since. After delivering innovative solutions in smart card payments, biometrics, and mobile loyalty, he 
�F�R���I�R�X�Q�G�H�G�� �G�L�J�L�W�D�O�� �D�J�H�Q�F�\�� �$�G���2�Q�H�� �'�L�J�L�W�D�O���� �7�K�H�U�H�� �K�H�� �E�X�L�O�W�� �E�H�V�S�R�N�H�� �V�\�V�W�H�P�V�� �I�R�U�� �P�X�O�W�L�S�O�H�� �F�O�L�H�Q�W�V���� �L�Q�F�O�X�G�L�Q�J��
GT247.com, before joining Purple Group in 2011 as Development Manager and later CTO.

Paul continues to evolve the platform to ensure scale, security and user delight.

�0�\���S�X�U�S�R�V�H���L�V���W�R���E�X�L�O�G���H�O�H�J�D�Q�W�����H�]�F�L�H�Q�W���V�\�V�W�H�P�V���W�K�D�W���H�P�S�R�Z�H�U���E�R�W�K���F�X�V�W�R�P�H�U�V���D�Q�G���H�P�S�O�R�\�H�H�V�����–���V�W�U�L�Y�H���W�R��
design technology that scales with simplicity, safeguards our platform and delivers rewarding experiences 
for all who use it.

Paul Jansen van Vuuren
Chief Technology Officer

EasyPlatform CoachPurple Group

My purpose is to drive operational excellence, remove friction and scale Purple sustainably. My focus is on 
building high-performing teams that deliver consistently across geographies and disciplines. Our products 
�D�W�W�U�D�F�W���F�X�V�W�R�P�H�U�V�����E�X�W���R�X�U���F�X�O�W�X�U�H���D�Q�G���D�J�L�O�L�W�\���N�H�H�S���W�K�H�P�����(�Y�H�U�\���G�D�\���–���F�K�D�O�O�H�Q�J�H���P�\�V�H�O�I���D�Q�G���P�\���W�H�D�P�V���W�R��
serve both internal and external clients better.

Rish holds a BSc in Information Management from University College London and an MBA from INSEAD. 
�:�L�W�K���Q�H�D�U�O�\���������\�H�D�U�V���R�I���H�[�S�H�U�L�H�Q�F�H���L�Q���L�Q�Y�H�V�W�P�H�Q�W���E�D�Q�N�L�Q�J�����D�V�V�H�W���P�D�Q�D�J�H�P�H�Q�W���D�Q�G���E�U�R�N�H�U�D�J�H�����K�H���K�D�V���K�H�O�G��
�V�H�Q�L�R�U���U�R�O�H�V���D�W���6�W�D�Q�G�D�U�G���&�K�D�U�W�H�U�H�G�����'�H�X�W�V�F�K�H���%�D�Q�N���D�Q�G���$�'�6�6�����Z�K�H�U�H���K�H���Z�D�V���*�O�R�E�D�O���&�2�2���&�)�2��

�+�H���K�D�V���D�O�V�R���V�H�U�Y�H�G���R�Q���W�K�H���E�R�D�U�G�V���D�Q�G���D�G�Y�L�V�R�U�\���S�D�Q�H�O�V���R�I���4�Q�W�H�F�K�V���L�Q���+�R�Q�J���.�R�Q�J���D�Q�G���6�L�Q�J�D�S�R�U�H�����5�L�V�K���M�R�L�Q�H�G��
�3�X�U�S�O�H���*�U�R�X�S���L�Q�������������D�Q�G���L�V���E�D�V�H�G���L�Q���6�L�Q�J�D�S�R�U�H�����+�H���V�H�U�Y�H�V���R�Q���W�K�H���5�L�V�N���&�R�P�P�L�W�W�H�H��

Rish Tandapony
Chief Operating Officer

EasyServe CoachPurple Group
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Carel Nolte
Chief Enablement Officer

EasyPeople & Brand CoachPurple Group

Carel holds a BA (Law) and MA (cum laude) from the University of Stellenbosch. After starting his career in 
�/�R�Q�G�R�Q���Z�L�W�K���W�K�H���%�%�&�����K�H���U�H�W�X�U�Q�H�G���W�R���6�R�X�W�K���$�I�U�L�F�D���L�Q�������������W�R���Z�R�U�N���I�R�U���W�K�H���–�Q�G�H�S�H�Q�G�H�Q�W���1�H�Z�V���*�U�R�X�S���E�H�I�R�U�H��
joining Hollard Insurance as Head of Communications.

In 2008, Carel was part of the founding team at Etana Insurance with executive responsibility for brand, 
�S�H�R�S�O�H�� �D�Q�G�� �S�U�R�F�X�U�H�P�H�Q�W���� �+�H�� �O�D�W�H�U�� �I�R�X�Q�G�H�G�� �&�1�	�&�2���� �D�� �F�R�P�P�X�Q�L�F�D�W�L�R�Q�V�� �4�U�P�� �V�S�H�F�L�D�O�L�V�L�Q�J�� �L�Q�� �4�Q�D�Q�F�L�D�O��
�V�H�U�Y�L�F�H�V�����E�H�I�R�U�H���M�R�L�Q�L�Q�J���3�X�U�S�O�H���L�Q�������������D�V���&�K�L�H�I���0�D�U�N�H�W�L�Q�J���D�Q�G���&�R�P�P�X�Q�L�F�D�W�L�R�Q�V���2�]�F�H�U��

He now leads the brand and people portfolios for the Group. Carel has served in numerous industry and 
civic leadership roles, including chair of St Stithians College Council, founding chair of Johannesburg 
Services for the Homeless, founding committee member for SAIA’s Treating Customers Fairly committee 
and the Comrades board. He is a fellow of the Insurance Institute of South Africa and serves on Purple’s 
Social and Ethics board committee.

�0�\���S�X�U�S�R�V�H���L�V���W�R���H�Q�D�E�O�H���S�H�R�S�O�H�������R�X�U���W�H�D�P�����F�O�L�H�Q�W�V���D�Q�G���S�D�U�W�Q�H�U�V�������W�R���W�K�U�L�Y�H�����–���E�H�O�L�H�Y�H���4�Q�D�Q�F�L�D�O���G�L�J�Q�L�W�\���D�Q�G��
�I�U�H�H�G�R�P���D�U�H���U�L�J�K�W�V�����Q�R�W���S�U�L�Y�L�O�H�J�H�V�����D�Q�G���W�K�D�W���H�Y�H�U�\���6�R�X�W�K���$�I�U�L�F�D�Q���V�K�R�X�O�G���K�D�Y�H���W�K�H���W�R�R�O�V���D�Q�G���F�R�Q�4�G�H�Q�F�H���W�R��
�L�Q�Y�H�V�W�����$�W���3�X�U�S�O�H���Z�H���H�[�L�V�W���W�R���P�D�N�H���W�K�D�W���S�R�V�V�L�E�O�H�����–���P���S�D�V�V�L�R�Q�D�W�H���D�E�R�X�W���F�U�H�D�W�L�Q�J���D�Q���H�Q�Y�L�U�R�Q�P�H�Q�W���Z�K�H�U�H����������
1 equals far more than 2, where people are empowered to see their potential, and where our collective 
�H�Q�H�U�J�\���P�D�N�H�V���D���P�H�D�V�X�U�D�E�O�H���G�L�•�H�U�H�Q�F�H���W�R���V�R�F�L�H�W�\���� �0�\�� �J�R�D�O���L�V���W�R���K�H�O�S���P�D�N�H���(�D�V�\�(�T�X�L�W�L�H�V���W�K�H���S�O�D�W�I�R�U�P���R�I��
choice for 50 million users by 2030.

Jaco de Villiers
Chief Innovation & AI Officer

EasyAI CoachPurple Group

Jaco began his career as a software developer and advanced through roles as Solutions Architect and VP of 
�(�Q�J�L�Q�H�H�U�L�Q�J�� �E�H�I�R�U�H�� �E�H�L�Q�J�� �D�S�S�R�L�Q�W�H�G�� �&�K�L�H�I�� �–�Q�Q�R�Y�D�W�L�R�Q�� �	�� �$�–�� �2�]�F�H�U���� �$�V�� �S�D�U�W�� �R�I�� �W�K�H�� �F�R�U�H�� �W�H�D�P�� �W�K�D�W�� �E�X�L�O�W��
EasyEquities from inception, he helped design and develop the systems that power the platform today.

�:�L�W�K�� �R�Y�H�U�� �W�Z�R�� �G�H�F�D�G�H�V�� �R�I�� �H�[�S�H�U�L�H�Q�F�H�� �L�Q�� �4�Q�D�Q�F�L�D�O�� �W�H�F�K�Q�R�O�R�J�\�� �D�Q�G�� �G�L�J�L�W�D�O�� �W�U�D�Q�V�I�R�U�P�D�W�L�R�Q���� �-�D�F�R�� �O�H�D�G�V��
initiatives that embed AI into operations, modernise systems, and drive innovation across the Group.

�0�\�� �S�X�U�S�R�V�H�� �L�V�� �W�R�� �K�D�U�Q�H�V�V�� �H�P�H�U�J�L�Q�J�� �W�H�F�K�Q�R�O�R�J�L�H�V�� �D�Q�G�� �$�–�� �W�R�� �P�R�G�H�U�Q�L�V�H�� �V�\�V�W�H�P�V���� �G�U�L�Y�H�� �H�]�F�L�H�Q�F�\���� �D�Q�G��
empower teams to innovate boldly. I focus on turning complex ideas into practical, scalable solutions that 
�L�P�S�U�R�Y�H���S�H�U�I�R�U�P�D�Q�F�H�����U�H�G�X�F�H���F�R�V�W�V���D�Q�G���H�Q�K�D�Q�F�H���F�O�L�H�Q�W���H�[�S�H�U�L�H�Q�F�H�������N�H�H�S�L�Q�J���3�X�U�S�O�H���D�W���W�K�H���I�R�U�H�I�U�R�Q�W���R�I��
�4�Q�W�H�F�K���L�Q�Q�R�Y�D�W�L�R�Q��
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Christopher holds an MSc (Distinction) in Distributed Systems from DePaul University and a BSc in 
Computer Science from the University of Illinois. With over two decades of international engineering 
�O�H�D�G�H�U�V�K�L�S���� �K�H�� �K�D�V�� �G�U�L�Y�H�Q�� �O�D�U�J�H���V�F�D�O�H�� �W�H�F�K�Q�R�O�R�J�\�� �W�U�D�Q�V�I�R�U�P�D�W�L�R�Q�� �D�F�U�R�V�V�� �J�O�R�E�D�O�� �4�Q�D�Q�F�L�D�O�� �L�Q�V�W�L�W�X�W�L�R�Q�V��
�L�Q�F�O�X�G�L�Q�J���'�H�X�W�V�F�K�H���%�D�Q�N�����6�W�D�Q�G�D�U�G���&�K�D�U�W�H�U�H�G�����%�D�U�F�O�D�\�V���D�Q�G���8�%�6��

Having led teams across the United States, United Kingdom, China, India and Russia, Christopher now 
directs engineering operations across the Philippines and South Africa. He brings deep cross-cultural 
experience and a proven record of building high-performing, globally distributed organisations.
He joined Purple Group in May 2024.

I lead with empathy, clarity and purpose by empowering engineering to deliver meaningful impact. Great 
software is built by great teams united by trust, inclusion and shared goals. My purpose is to advance 
�4�Q�D�Q�F�L�D�O���L�Q�F�O�X�V�L�R�Q���W�K�U�R�X�J�K���W�H�F�K�Q�R�O�R�J�\���E�\���I�R�V�W�H�U�L�Q�J���D���F�R�O�O�D�E�R�U�D�W�L�Y�H�����K�L�J�K���S�H�U�I�R�U�P�D�Q�F�H���H�Q�J�L�Q�H�H�U�L�Q�J���F�X�O�W�X�U�H��
that delivers excellence without compromise.

Christopher Bautista
Chief Engineering Officer

EasyBuild CoachPurple Group

�:�L�W�K���R�Y�H�U���������\�H�D�U�V���D�W���(�D�V�\�(�T�X�L�W�L�H�V���D�Q�G���W�K�H���3�X�U�S�O�H���*�U�R�X�S�����$�O�P�H�U�R���V�H�U�Y�H�V���D�V���&�K�L�H�I���3�U�R�G�X�F�W���2�]�F�H�U���R�Y�H�U�V�H�H�L�Q�J��
product strategy and UX. Previously VP of Business Development, Product and UX, he has been 
instrumental in driving platform monetisation, leading product ideation, development and iteration across 
channels.

�+�L�V���H�D�U�O�L�H�U���U�R�O�H���D�V���+�H�D�G���R�I���*�U�R�X�S���0�D�U�N�H�W�L�Q�J���V�K�D�U�S�H�Q�H�G���K�L�V���F�R�P�P�H�U�F�L�D�O���D�Q�G���S�D�U�W�Q�H�U�V�K�L�S���D�F�X�P�H�Q�����H�Q�D�E�O�L�Q�J��
him to align business performance with user experience and innovation.

My purpose is to build products and partnerships that delight users and drive sustainable growth. I believe 
success comes from collaboration — bringing together people and ideas that improve lives. When we 
focus on delivering meaningful experiences, business success follows naturally.

Almero Oosthuizen
Chief Product Officer

EasyGrow EnablerPurple Group
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Risk Appetite Statement FY2025
�2�X�U�� �V�W�D�Q�F�H���� �:�H�� �E�D�O�D�Q�F�H�� �L�Q�Q�R�Y�D�W�L�R�Q���O�H�G�� �J�U�R�Z�W�K�� �Z�L�W�K�� �4�Q�D�Q�F�L�D�O�� �V�X�V�W�D�L�Q�D�E�L�O�L�W�\�� �D�Q�G�� �U�H�J�X�O�D�W�R�U�\�� �H�[�F�H�O�O�H�Q�F�H�� �L�Q��
�V�X�S�S�R�U�W���R�I���R�X�U���P�L�V�V�L�R�Q���R�I���P�D�N�L�Q�J���4�Q�D�Q�F�L�D�O���V�H�U�Y�L�F�H�V���D�F�F�H�V�V�L�E�O�H���W�R���H�Y�H�U�\�R�Q�H�����5�L�V�N���L�V���W�D�N�H�Q���Z�K�H�Q���F�O�L�H�Q�W���Y�D�O�X�H��
and long- term stakeholder returns require it, with strong governance and controls.

Strategic pillars & risk appetite

Innovation & Technology

�+�L�J�K�� �U�L�V�N�� �D�S�S�H�W�L�W�H�� �D�V�� �L�Q�Q�R�Y�D�W�L�R�Q�� �L�V�� �L�Q�W�H�J�U�D�O�� �W�R�� �R�X�U�� �J�U�R�Z�W�K�� �V�W�U�D�W�H�J�\�� ���� �O�H�Y�H�U�D�J�L�Q�J�� �H�P�H�U�J�L�Q�J�� �W�H�F�K�Q�R�O�R�J�\�� �W�R��

enhance �F�X�V�W�R�P�H�U���H�[�S�H�U�L�H�Q�F�H���W�R���P�D�L�Q�W�D�L�Q���D���F�R�P�S�H�W�L�W�L�Y�H���H�G�J�H��

• �&�R�Q�W�L�Q�X�H�G���L�Q�Y�H�V�W�P�H�Q�W���L�Q���$�–�����D�X�W�R�P�D�W�L�R�Q���D�Q�G���Q�H�Z���4�Q�W�H�F�K���F�D�S�D�E�L�O�L�W�L�H�V
• �$�J�L�O�H���G�H�S�O�R�\�P�H�Q�W���W�R���U�D�S�L�G�O�\���D�G�D�S�W���W�R���P�D�U�N�H�W���G�H�P�D�Q�G�V
• Pragmatic guardrails to align innovation and risk management

Strategic Growth & Expansion

Moderate-High risk appetite �W�R�� �S�X�U�V�X�H�� �J�O�R�E�D�O�� �H�[�S�D�Q�V�L�R�Q���� �F�O�L�H�Q�W���O�H�G�� �S�U�R�G�X�F�W�� �H�F�R�V�\�V�W�H�P�� �H�Y�R�O�X�W�L�R�Q����and 
�S�D�U�W�Q�H�U�V�K�L�S���O�H�G���J�U�R�Z�W�K���Z�K�L�O�H���H�Q�V�X�U�L�Q�J���4�Q�D�Q�F�L�D�O���G�L�V�F�L�S�O�L�Q�H��

• Disciplined capital allocation, targeting investments with projected returns of 15%
• �5�H�J�X�O�D�U���S�H�U�I�R�U�P�D�Q�F�H���U�H�Y�L�H�Z�V���R�I���J�U�R�Z�W�K���L�Q�L�W�L�D�W�L�Y�H�V���D�J�D�L�Q�V�W���Y�D�O�X�H���G�U�L�Y�H�U�V
• �&�U�R�V�V���I�X�Q�F�W�L�R�Q�D�O���U�L�V�N���D�V�V�H�V�V�P�H�Q�W�V���I�R�U���S�U�R�G�X�F�W���Y�D�O�L�G�D�W�L�R�Q�����4�Q�D�Q�F�L�D�O���P�R�G�H�O�O�L�Q�J���D�Q�G���F�R�P�S�O�L�D�Q�F�H

Customer Experience & Financial Inclusion

Moderate-High risk���D�S�S�H�W�L�W�H���W�R���H�[�S�D�Q�G���D�F�F�H�V�V���W�R���4�Q�D�Q�F�L�D�O���P�D�U�N�H�W�V���I�R�U���X�Q�G�H�U�V�H�U�Y�H�G���L�Q�Y�H�V�W�R�U�V�����Z�L�W�K���F�X�V�W�R�P�H�U��
needs and satisfaction driving decision-making.

• Client-led innovation, real-time data insights with feedback to enhance engagement and personalisation
�����6�F�D�O�D�E�O�H���H�G�X�F�D�W�L�R�Q���D�Q�G���V�X�S�S�R�U�W���S�O�D�W�I�R�U�P�V���W�R���L�P�S�U�R�Y�H���4�Q�D�Q�F�L�D�O���O�L�W�H�U�D�F�\���D�Q�G���L�Q�Y�H�V�W�R�U���F�R�Q�4�G�H�Q�F�H

Financial Sustainability Controls 

Moderate risk appetite to d�U�L�Y�H���V�X�V�W�D�L�Q�D�E�O�H���J�U�R�Z�W�K�����E�D�O�D�Q�F�L�Q�J���V�W�U�D�W�H�J�L�F���H�[�S�D�Q�V�L�R�Q���Z�L�W�K���4�Q�D�Q�F�L�D�O���G�L�V�F�L�S�O�L�Q�H��
and robust internal controls.

• �0�D�L�Q�W�D�L�Q���$�Y�H�U�D�J�H���5�H�Y�H�Q�X�H���3�H�U���8�V�H�U�����$�5�3�8�����D�W���O�H�D�V�W�����������D�E�R�Y�H���&�R�V�W���W�R���6�H�U�Y�H�����&�2�6��
• �0�D�L�Q�W�D�L�Q���2�S�H�U�D�W�L�Q�J���D�Q�G���&�D�S�H�[���&�R�Y�H�U�D�J�H���5�D�W�L�R���2�������7�L�P�H�V
• �0�H�G�L�X�P���W�H�U�P���V�W�U�D�W�H�J�L�F���U�H�V�R�X�U�F�H���D�O�O�R�F�D�W�L�R�Q�������������*�U�R�Z�W�K�������������8�V�H�U���(�[�S�H�U�L�H�Q�F�H���D�Q�G�����������2�S�H�U�D�W�L�R�Q�V

Operational Excellence & Cybersecurity

Low-Moderate risk appetite�� �H�Q�V�X�U�L�Q�J�� �S�O�D�W�I�R�U�P�� �U�H�O�L�D�E�L�O�L�W�\���� �G�D�W�D�� �V�H�F�X�U�L�W�\���� �D�Q�G�� �R�S�H�U�D�W�L�R�Q�D�O�� �L�Q�W�H�J�U�L�W�\�� �I�R�U��

accurate �4�Q�D�Q�F�L�D�O���U�H�S�R�U�W�L�Q�J�����W�R���O�L�P�L�W���I�U�D�X�G�����D�Q�G���V�D�I�H�J�X�D�U�G���D�V�V�H�W�V��

• �3�O�D�W�I�R�U�P���D�Y�D�L�O�D�E�L�O�L�W�\���������������G�X�U�L�Q�J���S�H�D�N���K�R�X�U�V
• �$�–���G�U�L�Y�H�Q���I�U�D�X�G���G�H�W�H�F�W�L�R�Q�����U�H�D�O���W�L�P�H���V�\�V�W�H�P���P�R�Q�L�W�R�U�L�Q�J���D�Q�G���U�D�S�L�G���L�Q�F�L�G�H�Q�W���U�H�V�S�R�Q�V�H
• �&�R�P�S�O�L�D�Q�W���Z�L�W�K���G�D�W�D���S�U�R�W�H�F�W�L�R�Q���D�Q�G���F�\�E�H�U�V�H�F�X�U�L�W�\���U�H�J�X�O�D�W�L�R�Q�V

Low Risk High RiskModerate Risk

RISK MANAGEMENT

84 ANNUAL REPORT 2025



Low Risk High RiskModerate Risk

People & Culture

Low-Moderate risk appetite to maintain strong team culture and a diverse talent base with retention 
strategies that drive long-term success.

• L�H�D�G�H�U�V�K�L�S���U�H�W�H�Q�W�L�R�Q�����G�H�Y�H�O�R�S�P�H�Q�W���D�Q�G���/�R�Q�J���7�H�U�P���–�Q�F�H�Q�W�L�Y�H�����/�7�–�����S�U�R�J�U�D�P�V���W�R���D�W�W�U�D�F�W���D�Q�G���U�H�W�D�L�Q���W�R�S���W�D�O�H�Q�W
�H�Q�V�X�U�L�Q�J���E�X�V�L�Q�H�V�V���F�R�Q�W�L�Q�X�L�W�\
• Maintain  �6�W�D�•���$�W�W�U�L�W�L�R�Q���1��������

Legal & Compliance 
Low risk appetite with robust compliance frameworks, strong internal controls and adhering to governance 
�V�W�D�Q�G�D�U�G�V���W�R���D�Y�R�L�G���U�H�J�X�O�D�W�R�U�\���E�U�H�D�F�K�H�V�����O�L�W�L�J�D�W�L�R�Q���D�Q�G���V�D�I�H�J�X�D�U�G���E�U�D�Q�G���U�H�S�X�W�D�W�L�R�Q���D�Q�G���V�W�D�N�H�K�R�O�G�H�U���W�U�X�V�W��

• �3�U�R�D�F�W�L�Y�H���U�H�J�X�O�D�W�R�U�\���H�Q�J�D�J�H�P�H�Q�W�����U�H�J�X�O�D�U���L�Q�W�H�U�Q�D�O���U�H�Y�L�H�Z�V���D�Q�G���H�[�W�H�U�Q�D�O���D�X�G�L�W�V
• �&�R�P�S�O�L�D�Q�F�H���L�Q�F�L�G�H�Q�W���D�Q�G���R�U���O�L�W�L�J�D�W�L�R�Q���F�R�V�W�V���1���������R�I���D�Q�Q�X�D�O���U�H�Y�H�Q�X�H
• �&�R�Q�W�L�Q�X�H�G���D�G�K�H�U�H�Q�F�H���W�R���U�H�J�X�O�D�W�R�U�\���F�D�S�L�W�D�O���U�H�T�X�L�U�H�P�H�Q�W�V

Governance, oversight & monitoring

�7�K�H���%�R�D�U�G�����5�L�V�N���0�D�Q�D�J�H�P�H�Q�W���&�R�P�P�L�W�W�H�H���D�Q�G���V�H�Q�L�R�U���O�H�D�G�H�U�V�K�L�S���P�R�Q�L�W�R�U���.�H�\���5�L�V�N���–�Q�G�L�F�D�W�R�U�V�����.�5�–�V�����D�Q�G���D�G�M�X�V�W��
risk strategies as conditions evolve to remain aligned to strategic objectives, client commitments and 
�U�H�J�X�O�D�W�R�U�\���H�[�S�H�F�W�D�W�L�R�Q�V�����5�H�J�X�O�D�U���U�H�Y�L�H�Z�V���N�H�H�S���W�K�H���I�U�D�P�H�Z�R�U�N���D�O�L�J�Q�H�G���Z�L�W�K���H�Y�R�O�Y�L�Q�J���E�X�V�L�Q�H�V�V���D�Q�G���U�H�J�X�O�D�W�R�U�\��
landscapes.

Client-led innovation, real-time data insights with feedback loops to enhance engagement and 
personalisation
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Purple Group Top 10 Risks

Top Risks per Category

Overall Group Risk Rating

Medium Risk High RiskLow Risk Extreme

Risk Rating Legend

Systemic & Emerging Risks:
• Macro Economic I Tarrifs
• SA Economic I Politics
• Competitors 
• Failed State I Corruption
• Digital Disruption e.g. AI
• Social Unrest I Cost of living
• Failed Utilities I Energy Supply Crisis I
   Cyber Attacks on Critical Infrastructure
• Climate Change

Relative Materiality

Extreme: Significant event with potential material 
impact on business sustainability
High: Event that can severely impact strategic 
direction, operations and financial health
Medium: Event that can disrupt normal business 
operations and impact financial health or strategy
Low: Minor even with limited potential impact which 
can readily be absorbed in business operations

Cyber Security Risk
Change Risk - Capacity, Culture, 
Governance & Controls
Partner Risk
Fraud Risk
Compliance Risk

Talent Risk
Regional & Product Expansion 
Risk
Platform - Scale & Stability
Acquisition Risk
Customer Satisfaction Risk

S
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FraudCyber Security
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Change
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Key Risks & Opportunities per Strategy Driver

Strategy Drivers Risks Opportunities

Top 10 Risks over time

Overall Group Risk Rating:

�(�Q�K�D�Q�F�L�Q�J���&�O�L�H�Q�W
�(�Q�J�D�J�H�P�H�Q�W

Partner
�3�O�D�W�I�R�U�P�������6�F�D�O�H���	���6�W�D�E�L�O�L�W�\
�5�H�J�L�R�Q�D�O���	���3�U�R�G�X�F�W���(�[�S�D�Q�V�L�R�Q
�$�F�T�X�L�V�L�W�L�R�Q���5�L�V�N
�&�X�V�W�R�P�H�U���6�D�W�L�V�I�D�F�W�L�R�Q���5�L�V�N

�(�D�V�\�(�T�X�L�W�L�H�V���3�O�D�W�I�R�U�P���(�Q�K�D�Q�F�H�P�H�Q�W�V
�5�H�Y�R�O�X�W�L�R�Q�L�V�L�Q�J���&�X�V�W�R�P�H�U���(�[�S�H�U�L�H�Q�F�H
�(�D�V�\�(�T�X�L�W�L�H�V���3�K�L�O�L�S�S�L�Q�H�V���V�D�Q�G�E�R�[
�S�D�U�W�Q�H�U�V�K�L�S���Z�L�W�K���*�&�D�V�K
�(�D�V�\�(�T�X�L�W�L�H�V���.�H�Q�\�D���L�Q���S�D�U�W�Q�H�U�V�K�L�S
with Sterling Capital
�(�D�V�\�5�H�W�L�U�H���5�H�W�D�L�O�����(�D�V�\�$�G�Y�L�V�R�U��
�6�F�D�O�H���S�D�U�W�Q�H�U�V�K�L�S�V�������'�L�V�F�R�Y�H�U�\���%�D�Q�N���	
Capitec

�6�F�D�O�L�Q�J���/�H�D�G�H�U�V�K�L�S���&�D�S�D�F�L�W�\�&�K�D�Q�J�H�������&�D�S�D�F�L�W�\�����&�X�O�W�X�U�H��
�*�R�Y�H�U�Q�D�Q�F�H���	���&�R�Q�W�U�R�O�V
�7�D�O�H�Q�W

�*�U�R�X�S���Z�L�G�H���V�T�X�D�G�V���S�U�L�R�U�L�W�L�V�D�W�L�R�Q���D�O�L�J�Q�P�H�Q�W
Leadership Forums to drive Impact
�2�.�5�V�����2�E�M�H�F�W�L�Y�H�V���D�Q�G���.�H�\���5�H�V�X�O�W�V����
Agile Manifesto

Driving Operational
�(�[�F�H�O�O�H�Q�F�H

�&�\�E�H�U���6�H�F�X�U�L�W�\
Fraud
Compliance 

�2�S�H�U�D�W�L�R�Q�D�O���H�]�F�L�H�Q�F�L�H�V�����S�U�R�F�H�V�V���D�X�W�R�P�D�W�L�R�Q
�	���V�\�Q�H�U�J�L�H�V�������6�2�3�V
Data-driven decision making
�$�U�W�L�4�F�L�D�O���–�Q�W�H�O�O�L�J�H�Q�F�H���O�H�Y�H�U�D�J�H�G���I�R�U���R�S�H�U�D�W�L�R�Q�D�O
�H�]�F�L�H�Q�F�L�H�V���D�Q�G���J�U�R�Z�W�K

Fraud

Compliance

Shareholders
Alignment Risk

Cyber Security Risk Cyber Security Risk

Capital Availability

Change Risk
Culture, Governance

& Controls

Change Risk
Culture, Governance

& Controls

Partner Delivery Risk

Partner Risk

Reputational Risk
Stakeholders & Market Shareholders

Alignment Risk

Regional & Product
Expansion Risk

Compliance

Fraud

Talent

TalentCapital Availability

Market Risk Market Risk

Fraud

Cyber Security Risk

Capital Availability

Partner Risk

Shareholders
Alignment Risk

Talent

Market Risk

Regional & Product
Expansion Risk

Change Risk
Culture, Governance

& Controls

2022 2023 2024

Fraud

Cyber Security Risk

Partner Risk

Talent

Acquisition Risk

Change Risk
Culture, Governance

& Controls

2025

Low Risk Medium Risk High Risk Extreme

Risk Rating Legend

Customer
Satisfaction Risk

Compliance

Compliance

Regional & Product
Expansion Risk

Platform
Scale & Stability
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Top 10 Risks and Mitigating Controls
Risk Defined Mitigating controlsRisks Types

Target risk rating: �7�K�H�� �U�L�V�N�� �R�I�� �Q�R�W�� �G�H�O�L�Y�H�U�L�Q�J�� �R�Q�� �Q�H�Z�� �D�Q�G��
�H�[�L�V�W�L�Q�J�� �S�D�U�W�Q�H�U�� �H�[�S�H�F�W�D�W�L�R�Q�V�� �D�V�� �Z�H�O�O�� �D�V��
the potential adverse impact of partners’ 
�E�X�V�L�Q�H�V�V���D�F�W�L�Y�L�W�L�H�V���R�Q���3�X�U�S�O�H���*�U�R�X�S

�7�R�� �H�Q�V�X�U�H�� �W�K�D�W�� �W�K�H�� �J�U�R�X�S�� �G�H�O�L�Y�H�U�V�� �R�Q�� �Q�H�Z�� �D�Q�G�� �H�[�L�V�W�L�Q�J�� �S�D�U�W�Q�H�U�V�K�L�S�V���� �N�H�\�� �W�H�D�P��
members have been assigned to develop, maintain and track each partner 
relationship in line with the signed Service Level Agreements with each partner.

�)�R�U���D�Q�\���S�R�W�H�Q�W�L�D�O���Q�H�Z���S�D�U�W�Q�H�U���U�H�O�D�W�L�R�Q�V�K�L�S�V���H�Q�W�H�U�H�G�����D���W�K�U�R�X�J�K���G�X�H���G�L�O�L�J�H�Q�F�H���L�V��
conducted ahead of contracting.

Partner Risk

Medium

�&�D�S�D�F�L�W�\�����&�X�O�W�X�U�H�����*�R�Y�H�U�Q�D�Q�F�H���	���&�R�Q�W�U�R�O�V

Target risk rating: �7�K�H�� �U�L�V�N�� �R�I�� �L�Q�D�G�H�T�X�D�W�H�� �P�D�Q�D�J�H�P�H�Q�W��
processes in place to accommodate 
�O�D�U�J�H���V�F�D�O�H���F�K�D�Q�J�H���Z�L�W�K�L�Q���3�X�U�S�O�H���*�U�R�X�S������
new products, new business lines and 
new geographies

Change management plans aim to preserve and build on the well-entrenched 
�D�J�L�O�H���F�X�O�W�X�U�H�����D�G�G�L�Q�J���D�G�G�L�W�L�R�Q�D�O���J�R�Y�H�U�Q�D�Q�F�H���J�X�D�U�G�U�D�L�O�V���D�Q�G���F�R�Q�4�J�X�U�L�Q�J���W�K�H���V�F�D�O�H�G��
�F�R�U�S�R�U�D�W�H���V�W�U�X�F�W�X�U�H�����D�Q�G���H�Q�K�D�Q�F�H���W�K�H���–�7�����4�Q�D�Q�F�L�D�O���D�Q�G���R�S�H�U�D�W�L�R�Q�D�O���F�R�Q�W�U�R�O�V���D�V���W�K�H��
�J�U�R�X�S���J�U�R�Z�V���L�W�V���S�U�R�G�X�F�W���V�X�L�W�H���D�Q�G���H�[�S�D�Q�G�V���J�H�R�J�U�D�S�K�L�F�D�O�O�\��

�7�K�H�� �*�U�R�X�S�� �V�X�E�V�F�U�L�E�H�V�� �W�R�� �J�R�R�G�� �F�R�U�S�R�U�D�W�H�� �J�R�Y�H�U�Q�D�Q�F�H�� �S�U�L�Q�F�L�S�O�H�V�� �D�Q�G�� �H�Q�V�X�U�H�V��
�H�•�H�F�W�L�Y�H�� �F�R�Q�W�U�R�O�V���� �Z�H�O�O���G�H�4�Q�H�G�� �S�U�R�F�H�V�V�H�V�� �D�Q�G�� �S�U�R�F�H�G�X�U�H�V�� �D�U�H�� �L�Q�� �S�O�D�F�H�� �W�R��
maintain a high governance standard.

Change Risk -

Medium

Medium

Target risk rating: �7�K�H���U�L�V�N���R�I���D���O�D�U�J�H���V�F�D�O�H���F�\�E�H�U���D�W�W�D�F�N��
compromising the digital assets of 
�3�X�U�S�O�H���*�U�R�X�S�����D�Q�\���R�I���L�W�V���V�X�E�V�L�G�L�D�U�L�H�V��
and/or partners

�7�K�H�� �*�U�R�X�S�� �K�D�V�� �D�� �U�R�E�X�V�W�� �F�\�E�H�U�� �V�H�F�X�U�L�W�\�� �U�L�V�N�� �P�D�Q�D�J�H�P�H�Q�W�� �S�U�R�J�U�D�P�P�H�� �D�S�S�O�L�H�G��
�D�F�U�R�V�V���D�O�O���D�F�F�H�V�V���S�R�L�Q�W�V���W�K�U�R�X�J�K�R�X�W���W�K�H���E�X�V�L�Q�H�V�V�����7�K�L�V���L�Q�F�O�X�G�H�V�����E�X�W���L�V���Q�R�W���O�L�P�L�W�H�G��
�W�R�� �S�H�U�L�R�G�L�F�� �U�H�Y�L�H�Z�V�� �D�Q�G�� �P�R�Q�L�W�R�U�L�Q�J�� �R�I�� �X�V�H�U�� �D�F�F�H�V�V�� �U�L�J�K�W�V���� �L�Q�W�H�U�Q�D�O�� �Y�X�O�Q�H�U�D�E�L�O�L�W�\��
�V�H�F�X�U�L�W�\�� �V�F�D�Q�V���� �S�H�Q�H�W�U�D�W�L�R�Q�� �W�H�V�W�V�� �W�R�� �L�G�H�Q�W�L�I�\�� �S�R�W�H�Q�W�L�D�O�� �Y�X�O�Q�H�U�D�E�L�O�L�W�L�H�V���� �D�Q�G�� �D�Q��
�H�[�W�H�Q�V�L�Y�H���P�D�Q�G�D�W�R�U�\���F�\�E�H�U���V�H�F�X�U�L�W�\���W�U�D�L�Q�L�Q�J���S�U�R�J�U�D�P�P�H����

Cyber Security Risk

�7�K�H���*�U�R�X�S���V���&�R�P�S�O�L�D�Q�F�H���)�X�Q�F�W�L�R�Q���P�R�Q�L�W�R�U���O�H�J�L�V�O�D�W�L�R�Q���F�K�D�Q�J�H�V���D�Q�G���F�R�Q�W�L�Q�X�R�X�V�O�\��
�X�S�G�D�W�H�� �W�K�H�� �E�X�V�L�Q�H�V�V�� �R�Q�� �D�Q�\�� �Q�H�Z�� �U�H�T�X�L�U�H�P�H�Q�W�V�� �D�V�� �Z�H�O�O�� �D�V�� �H�Q�V�X�U�H�� �F�R�P�S�O�L�D�Q�F�H��
�Z�L�W�K�L�Q���H�[�L�V�W�L�Q�J���U�H�J�X�O�D�W�L�R�Q�V����

�–�Q�� �U�H�V�S�H�F�W�� �R�I�� �D�Q�\�� �Q�H�Z�� �S�U�R�G�X�F�W�V���� �Q�H�Z�� �M�X�U�L�V�G�L�F�W�L�R�Q�V�� �R�U�� �V�L�J�Q�L�4�F�D�Q�W�� �F�K�D�Q�J�H�V�� �L�Q��
�O�H�J�L�V�O�D�W�L�R�Q�����W�K�H���J�U�R�X�S���V�H�F�X�U�H�V���W�K�H���D�G�Y�L�F�H���D�Q�G���V�H�U�Y�L�F�H�V���R�I���H�[�W�H�U�Q�D�O���O�H�J�D�O���D�G�Y�L�V�R�U�V��
and seasoned compliance specialists. 

Target risk rating: �7�K�H�� �U�L�V�N�� �R�I�� �I�D�L�O�L�Q�J�� �W�R�� �F�R�P�S�O�\�� �Z�L�W�K�� �O�D�Z�V��
and regulations

Compliance Risk

Medium

Medium Risk High RiskLow Risk Extreme

Risk Rating Legend

�2�Q�J�R�L�Q�J�� �W�U�D�F�N�L�Q�J�� �R�I�� �F�X�V�W�R�P�H�U�� �H�[�S�H�U�L�H�Q�F�H�� �W�K�U�R�X�J�K�� �D�S�S�� �U�H�Y�L�H�Z�V���� �D�Q�D�O�\�V�L�V�� �R�I��
themes and turnaround times of client service tickets logged, social media and 
�U�H�I�H�U�U�D�O���D�F�W�L�Y�L�W�\���W�U�D�F�N�L�Q�J���W�R���S�U�R�D�F�W�L�Y�H�O�\���L�G�H�Q�W�L�I�\���D�Q�G���D�G�G�U�H�V�V���L�V�V�X�H�V��

�&�U�R�V�V���I�X�Q�F�W�L�R�Q�D�O�� �L�Q�S�X�W�� ���X�V�H�U�� �H�[�S�H�U�L�H�Q�F�H���� �S�U�R�G�X�F�W���� �F�O�L�H�Q�W�� �V�H�U�Y�L�F�H���� �P�D�U�N�H�W�L�Q�J����
ensures new features reduce friction and align with client needs.

Target risk rating: Potential for reduced client trust, 
�H�Q�J�D�J�H�P�H�Q�W�����U�H�W�H�Q�W�L�R�Q�����R�U���D�G�Y�R�F�D�F�\��
�G�X�H���W�R���Q�H�J�D�W�L�Y�H���H�[�S�H�U�L�H�Q�F�H�V���Z�L�W�K��
�(�D�V�\�*�U�R�X�S���S�U�R�G�X�F�W�V�����V�H�U�Y�L�F�H�����U�H�O�L�D�E�L�O�L�W�\����
�W�U�D�Q�V�S�D�U�H�Q�F�\�����R�U���F�X�V�W�R�P�H�U���D�O�L�J�Q�P�H�Q�W

Customer Satisfaction RiskCustomer Satisfaction Risk

Low

Target risk rating: �3�R�W�H�Q�W�L�D�O���4�Q�D�Q�F�L�D�O�����R�S�H�U�D�W�L�R�Q�D�O����
�V�W�U�D�W�H�J�L�F�����U�H�J�X�O�D�W�R�U�\�����R�U���U�H�S�X�W�D�W�L�R�Q�D�O��
loss from acquiring or integrating new 
businesses, products, services, 
technologies, or platforms into Purple 
�*�U�R�X�S

�&�R�P�S�U�H�K�H�Q�V�L�Y�H���D�F�T�X�L�V�L�W�L�R�Q���G�X�H���G�L�O�L�J�H�Q�F�H���D�Q�G���U�L�V�N���D�V�V�H�V�V�P�H�Q�W���F�R�Q�G�X�F�W�H�G�����O�H�J�D�O����
�4�Q�D�Q�F�L�D�O���� �U�H�J�X�O�D�W�R�U�\���� �D�Q�G�� �W�H�F�K�Q�L�F�D�O������ �L�Q�F�O�X�G�L�Q�J�� �F�X�O�W�X�U�D�O�� �D�Q�G�� �V�W�U�D�W�H�J�L�F�� �4�W��
�D�V�V�H�V�V�P�H�Q�W�V�����'�X�H���G�L�O�L�J�H�Q�F�H���D�Q�G���E�X�V�L�Q�H�V�V���F�D�V�H���S�U�H�V�H�Q�W�H�G���D�W���3�X�U�S�O�H���*�U�R�X�S���E�R�D�U�G��
for approval. 

Structured integration planning: Post-acquisition integration plan covering 
�V�\�V�W�H�P�V���� �F�R�P�S�O�L�D�Q�F�H���� �E�U�D�Q�G���� �S�H�R�S�O�H���� �D�Q�G�� �F�O�L�H�Q�W�� �F�R�P�P�X�Q�L�F�D�W�L�R�Q�� �W�R�� �H�Q�V�X�U�H��
alignment and minimise disruption.

Acquisition RiskAcquisition Risk

Medium

�7�K�H���E�X�V�L�Q�H�V�V���K�D�V���V�H�Y�H�U�D�O���P�H�D�V�X�U�H�V���D�Q�G���F�R�Q�W�U�R�O�V���L�Q���S�O�D�F�H���W�R���S�U�R�W�H�F�W���W�K�H���E�X�V�L�Q�H�V�V��
�D�J�D�L�Q�V�W�� �I�U�D�X�G���� �Z�K�L�F�K�� �L�Q�F�O�X�G�H�� �D�Q�� �D�G�Y�D�Q�F�H�G�� �$�Q�W�L���0�R�Q�H�\�� �/�D�X�Q�G�H�U�L�Q�J�� �D�Q�G�� �)�U�D�X�G��
�'�H�W�H�F�W�L�R�Q�� �V�\�V�W�H�P���� �G�H�S�R�V�L�W�� �O�R�F�N���X�S�� �S�H�U�L�R�G�V���� �G�D�L�O�\�� �U�H�F�R�Q�F�L�O�L�D�W�L�R�Q�V�� �R�I�� �G�H�S�R�V�L�W�V��
�W�R�J�H�W�K�H�U���Z�L�W�K���V�\�V�W�H�P���D�Q�G���P�D�Q�X�D�O���F�K�H�F�N�V���Z�K�H�Q���S�U�R�F�H�V�V�L�Q�J���U�H�I�X�Q�G�V����

�–�Q���D�G�G�L�W�L�R�Q�����W�K�H���*�U�R�X�S���K�D�V���&�U�L�P�H���D�Q�G���&�L�Y�L�O���/�L�D�E�L�O�L�W�\���L�Q�V�X�U�D�Q�F�H���F�R�Y�H�U���W�R���S�U�R�W�H�F�W���L�W��
�D�J�D�L�Q�V�W���O�R�V�V�H�V���G�X�H���W�R���I�U�D�X�G���R�U���H�U�U�R�U���W�K�D�W���U�H�V�X�O�W�V���L�Q���4�Q�D�Q�F�L�D�O���O�R�V�V��

Target risk rating: �7�K�H���U�L�V�N���R�I���4�Q�D�Q�F�L�D�O���O�R�V�V���G�X�H���W�R���I�U�D�X�G

Fraud Risk

Low

Capital plans detailing the human resources required to pursue new products 
�D�Q�G�� �M�X�U�L�V�G�L�F�W�L�R�Q�V�� �D�U�H�� �U�H�J�X�O�D�U�O�\�� �U�H�Y�L�H�Z�H�G�� �D�Q�G�� �X�S�G�D�W�H�G�� �W�R�� �V�H�F�X�U�H�� �W�K�H�� �U�H�T�X�L�U�H�G��
�F�D�S�L�W�D�O�����G�H�S�O�R�\���U�H�V�R�X�U�F�H�V�����D�Q�G���P�L�W�L�J�D�W�H���W�K�L�V���U�L�V�N����

�.�H�\���P�D�Q���G�H�S�H�Q�G�H�Q�F�L�H�V���D�F�U�R�V�V���W�K�H���J�U�R�X�S���K�D�V���E�H�H�Q���L�G�H�Q�W�L�4�H�G���D�Q�G���H�D�F�K���H�[�H�F�X�W�L�Y�H��
�K�D�V�� �D�� �F�O�X�V�W�H�U�� �R�I�� �U�H�V�R�X�U�F�H�V�� �W�K�D�W�� �W�K�H�\�� �P�H�Q�W�R�U���� �F�R�D�F�K�� �D�Q�G�� �X�S�V�N�L�O�O�� �W�R�� �V�H�F�X�U�H��
�V�X�F�F�H�V�V�L�R�Q���S�O�D�Q�Q�L�Q�J���D�Q�G���N�Q�R�Z�O�H�G�J�H���W�U�D�Q�V�I�H�U���I�R�U���N�H�\���D�Q�G���F�U�L�W�L�F�D�O���U�R�O�H�V��

Target risk rating: �7�K�H�� �U�L�V�N�� �R�I�� �N�H�\�� �P�D�Q�� �G�H�S�H�Q�G�H�Q�F�L�H�V���� �O�D�F�N��
of succession planning, skills attraction 
and retention strategies, training & 
domain knowledge transfer 

Talent Risk

Low

Target risk rating: �7�K�H���U�L�V�N���R�I���U�H�S�X�W�D�W�L�R�Q�D�O���G�D�P�D�J�H���G�X�H��
to market perceptions and lack of 
stakeholder management as the 
�J�U�R�X�S���H�[�S�D�Q�G�V���L�Q�W�R���Q�H�Z���U�H�J�L�R�Q�V���D�Q�G��
launches new products

Regional & Product Expansion Risk
�6�W�D�N�H�K�R�O�G�H�U���P�D�Q�D�J�H�P�H�Q�W���S�O�D�Q�V���D�U�H���L�Q���S�O�D�F�H���W�R���H�Q�V�X�U�H���V�W�D�N�H�K�R�O�G�H�U�V���D�U�H���U�H�J�X�O�D�U�O�\��
�H�Q�J�D�J�H�G���Z�L�W�K�����W�K�H�L�U���H�[�S�H�F�W�D�W�L�R�Q�V���D�U�H���Z�H�O�O���N�Q�R�Z�Q�����W�U�D�F�N�H�G�����D�Q�G���G�H�O�L�Y�H�U�H�G���R�Q�����D�Q�G��
�W�K�H�� �J�U�R�X�S�� �S�U�R�W�H�F�W�V�� �L�W�V�� �U�H�S�X�W�D�W�L�R�Q�� �D�V�� �L�W�� �F�R�Q�W�L�Q�X�H�V�� �W�R�� �H�[�S�D�Q�G�� �L�Q�� �V�L�]�H�� �D�Q�G��
�J�H�R�J�U�D�S�K�L�F�D�O�O�\���� �5�H�V�R�X�U�F�H�� �D�Q�G�� �S�D�U�W�Q�H�U�V�K�L�S�� �S�O�D�Q�V�� �D�U�H�� �L�Q�� �S�O�D�F�H�� �W�R�� �F�D�S�D�F�L�W�D�W�H�� �Q�H�Z��
�S�U�R�G�X�F�W�V�� �D�Q�G���U�H�J�L�R�Q�D�O���H�[�S�D�Q�V�L�R�Q���S�U�R�M�H�F�W�V�� �Z�L�W�K�� �W�K�H�� �U�L�J�K�W���V�N�L�O�O�V�� �W�R�� �P�D�Q�D�J�H�� �W�K�H�V�H��
risks.

Medium

�6�F�D�O�H���	���6�W�D�E�L�O�L�W�\

Target risk rating: Inadequate proactive investment and 
�S�O�D�Q�Q�L�Q�J���I�R�U���V�F�D�O�D�E�L�O�L�W�\���P�D�\���O�H�D�G���W�R��
infrastructure constraints, impacting 
�V�\�V�W�H�P���S�H�U�I�R�U�P�D�Q�F�H���D�Q�G���D�Y�D�L�O�D�E�L�O�L�W�\��
during critical periods

Platform -Platform -
�6�F�D�O�D�E�L�O�L�W�\���W�H�V�W�L�Q�J���	���F�D�S�D�F�L�W�\���S�O�D�Q�Q�L�Q�J�����5�H�J�X�O�D�U���O�R�D�G���W�H�V�W�L�Q�J���D�Q�G���I�R�U�H�F�D�V�W�L�Q�J���D�O�L�J�Q�H�G���W�R��
growth projections to ensure infrastructure can handle peak demand.

Cloud-native architecture & auto-scaling: Adoption of modular, microservices-based 
�V�\�V�W�H�P�V�� �Z�L�W�K�� �D�X�W�R�P�D�W�H�G�� �V�F�D�O�L�Q�J�� �D�Q�G�� �U�H�G�X�Q�G�D�Q�F�\�� �W�R�� �P�D�L�Q�W�D�L�Q�� �S�H�U�I�R�U�P�D�Q�F�H�� �D�Q�G��
uptime.

Medium

RISK MANAGEMENT CONTINUED
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Purple Group Sustainability Report
�6�X�V�W�D�L�Q�D�E�L�O�L�W�\���L�V���H�P�E�H�G�G�H�G���L�Q���R�X�U���S�X�U�S�R�V�H�������W�R���G�H�P�R�F�U�D�W�L�V�H���L�Q�Y�H�V�W�L�Q�J���D�Q�G���H�P�S�R�Z�H�U���‹�Q�D�Q�F�L�D�O���G�L�J�Q�L�W�\���I�R�U��
all. The metrics below show how in FY2025 we’ve continued our journey towards this purpose – to increase 
access, build trust and invest in the personal growth of our investors and support positive change in 
communities. 

Sustainability is more than metrics - for us, it’s a lived experience that underpins the purpose. It’s 
�X�Q�G�H�U�V�W�D�Q�G�L�Q�J���W�K�D�W���4�Q�D�Q�F�L�D�O���Z�H�O�O�Q�H�V�V���L�V���D�Q���H�V�V�H�Q�W�L�D�O���S�D�U�W���R�I���K�X�P�D�Q���Z�H�O�O�E�H�L�Q�J�����6�X�V�W�D�L�Q�D�E�L�O�L�W�\���V�K�R�Z�V���X�S���L�Q���K�R�Z��
we protect our employees’ pace, respect our clients’ needs, and move forward in harmony. We see our work 
being part of our lives, our dreams, and the communities we nurture, dissolving the borders between how we 
earn a living and living a good life, between the digital spaces we create and the real-world impact they have.

Our technology enables it:

From Platform 3.0’s seamless design to Thrive’s behavioural nudges that make good habits feel natural. 

Our manifesto captures it: 

‘No Work/Home – Just Life: We dissolve the boundaries between work and home, creating a seamless circle 
of life where purpose and environment align. Our people, our technology, and our community are all part 
�R�I���W�K�H���V�D�P�H���F�L�U�F�O�H�����R�Q�H���W�K�D�W���F�R�Q�Q�H�F�W�V���Z�R�U�N���D�Q�G���K�R�P�H�����S�U�R�4�W���D�Q�G���S�X�U�S�R�V�H�����E�X�L�O�G���D�Q�G���S�U�R�W�H�F�W����

Our people appreciate it:

�
�3�X�U�S�R�V�H���G�R�H�V�Q���W���V�W�R�S���D�W���W�K�H���R�]�F�H���G�R�R�U�����–�W���V���L�Q���W�K�H���F�R�Q�Y�H�U�V�D�W�L�R�Q�V���–���K�D�Y�H���Z�L�W�K���P�\���V�R�Q���D�E�R�X�W��
investing, in how I lead my team, and in every piece of education we share with our clients. 
�6�X�V�W�D�L�Q�D�E�L�O�L�W�\�����I�R�U���P�H�����L�V���Z�K�H�Q���W�K�H���Z�R�U�N���W�K�D�W���E�X�L�O�G�V���R�W�K�H�U�V���X�S���D�O�V�R���4�O�O�V���\�R�X�U���R�Z�Q���F�X�S�������Z�K�H�Q��
there’s still space to sing, to create, to live the other parts of yourself that make you whole. 
That is what makes this more than a job, it’s a way of living.” 

�9�H�U�R�Q�L�T�X�H���Y�D�Q���5�H�Q�V�E�X�U�J�����+�H�D�G���R�I���(�G�X�F�D�W�L�R�Q

SUSTAINABILITY REPORT

ANNUAL REPORT 2025 89



Our sustainability approach underpins our purpose and rests on four ‘pillars’. 
FY2025 has seen progress against the four pillars that underpin our 
sustainability approach:

Reduced Inequalities

We now have over 1 million 
Active Clients and more 
than 50% of them were 
�4�U�V�W���W�L�P�H���L�Q�Y�H�V�W�R�U�V���Z�K�H�Q��
they joined EasyEquities

�1�X�P�E�H�U���R�I���U�H�J�X�O�D�W�R�U�\���4�Q�H�V��
or penalties**

Access Trust Grow Change

SDG 10:
Accountable Institutions

SDG 16:
�4�X�D�O�L�W�\���(�G�X�F�D�W�L�R�Q

SDG 4:
�6�D�I�H���+�X�P�D�Q���6�H�W�W�O�H�P�H�Q�W�V

SDG 11:

We create wealth for 
underserved 
population groups 
and attract new 
people into the 
investment space. 

We instil trust by 
strong governance and 
compliance practices, 
applied codes of 
conduct and our 
investments into cyber 
security and privacy.

We provide our 
stakeholders with 
opportunities - and the 
education to access 
them. 

We are good citizens 
doing our bit to 
support local 
communities and 
manage our 
environmental 
footprint.

+1.14mn Active

Our brokerage commission 
costs are approx 42% less 
than the industry average

42% Lower Fees 

Median age of our client 
base is 34 years old

The Year 1 average assets 
per client is R19,466 
demonstrating accessible 
entry into investing and 
helping to reduce wealth 
and participation gaps.

42% Female
58% Male

0 Regulatory Fines 

EasyEquities Academy 
courses completed*

�(�6�*���L�Q�Y�H�V�W�P�H�Q�W�V���D�F�F�R�X�Q�W��
for R10.69 billion of the 
total value of assets held 
by retail clients (20%)

129 026 Courses 

spent on learnerships**

+R2.9mn Learnerships 
 

Carbon footprint 1453 CO 2 

�����6�F�R�S�H�����
�
�����6�S�H�Q�G���E�D�V�H�G��
calculation for FY25***)

CO2 Emissions 

Over 3000 blogs published 
on education, research, 
community stories, and 
marketing news*

2,500 meals prepared for 
�V�W�X�G�H�Q�W�V���D�Q�G���V�W�D�•������
supporting the Maharishi 
Invincibility Institute 

62% of current active clients 
arrived via a referral from
an existing client

62% Client Referrals

+ 3 000 Blogs 2 500 Meals 

Over 10 years, the 
average client asset base 
has grown at an average 
of 30% per year.

�
�6�L�Q�F�H���L�Q�F�H�S�W�L�R�Q
**FY25
�
�
�
���3�X�U�S�O�H���*�U�R�X�S���Z�L�O�O���D�G�Y�D�Q�F�H���W�K�H���S�U�H�F�L�V�L�R�Q���D�Q�G���V�F�R�S�H���R�I���L�W�V���F�D�U�E�R�Q���I�R�R�W�S�U�L�Q�W���U�H�S�R�U�W�L�Q�J���H�Y�H�U�\���\�H�D�U���D�Q�G���&�22���6�F�R�S�H������
�D�V�V�H�V�V�P�H�Q�W���Q�X�P�E�H�U�V���D�U�H���H�[�S�H�F�W�H�G���W�R���L�Q�F�U�H�D�V�H���D�Q�G���R�U���G�H�F�U�H�D�V�H���E�D�V�H�G���R�Q���U�H�4�Q�H�P�H�Q�W���R�I���W�K�H���S�U�R�F�H�V�V��

30% 10-y CAGR

�3�X�U�S�O�H���*�U�R�X�S���V�D�I�H�J�X�D�U�G��
clients assets with robust 
�&�\�E�H�U���6�H�F�X�U�L�W�\�����'�D�W�D��
Protection, Fraud Risk 
�0�D�Q�D�J�H�P�H�Q�W���D�Q�G���6�\�V�W�H�P��
Resilience practices, 
systems, and processes in 
adherence with regulatory 
standards to ensure 
long-term digital 
sustainability.

Over 24 000 social media 
posts aimed at educating, 
connecting, and 
empowering the 
community*

Cyber Security 

+24k Posts  

+R10bn ESG 

�2�X�U���'�R�Q�D�W�H���I�R�U���*�R�R�G��
initiative has facilitated
R1 617 950 of donations 
from clients in total*

R1.6mn  Donated 
 

29 Complaints 0.002% of 
our active clients lodged 
formal complaints with the 
regulator and/or ombud **

29 Complaints 
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Access SDG 10 Case Study 1: Building belonging

Change SDG 11 Case Study 2: Empowering Communities

“When you look someone in the eye and say, ‘You don’t have to be rich to belong here,’ 
something changes. We turn access into trust, and trust into growth.”
�9�H�U�R�Q�L�T�X�H���Y�D�Q���5�H�Q�V�E�X�U�J�����+�H�D�G���R�I���(�G�X�F�D�W�L�R�Q

Across campuses, communities, and boardrooms, we’ve been showing up - not with sales talk, 
�E�X�W�� �Z�L�W�K�� �S�U�H�V�H�Q�F�H���� �)�U�R�P�� �$�%�6�–�3�� �D�W�� �W�K�H�� �8�Q�L�Y�H�U�V�L�W�\�� �R�I�� �3�U�H�W�R�U�L�D�� �W�R�� �W�K�H�� �6�W�H�O�O�H�Q�E�R�V�F�K�� �–�Q�Y�H�V�W�P�H�Q�W��
�6�R�F�L�H�W�\�����W�K�H���0�D�K�D�U�L�V�K�L���–�Q�V�W�L�W�X�W�H�����D�Q�G���Z�R�P�H�Q���V���Q�H�W�Z�R�U�N�V���O�L�N�H���6�R�F�L�D�O�O�\���*�D�W�K�H�U�L�Q�J���D�Q�G���7�K�H���$�I�U�L�F�D�Q��
Women Financial Inclusion Initiative, our team has been having honest conversations about 
money - the kind that dissolve fear and build belonging.

�7�K�H�V�H�� �V�H�V�V�L�R�Q�V�� �D�U�H�� �M�X�V�W�� �D�� �I�H�Z�� �R�I�� �W�K�H�� �W�K�R�X�V�D�Q�G�V�� �R�I�� �L�Q�L�W�L�D�W�L�Y�H�V�� �Z�H�� �V�X�S�S�R�U�W�� �W�R�� �P�D�N�H�� �4�Q�D�Q�F�L�D�O��
conversations human, inclusive, and real. Each one is about standing alongside people as they 
�E�X�L�O�G���W�K�H�L�U���R�Z�Q���F�R�Q�4�G�H�Q�F�H�������F�U�H�D�W�L�Q�J���V�S�D�F�H���I�R�U���F�X�U�L�R�V�L�W�\�����Q�R�W���O�H�F�W�X�U�H�V��

�(�D�F�K���V�H�V�V�L�R�Q���S�O�D�Q�W�V���D���V�H�H�G�������F�R�Q�4�G�H�Q�F�H���Z�K�H�U�H���W�K�H�U�H���Z�D�V���K�H�V�L�W�D�W�L�R�Q�����F�X�U�L�R�V�L�W�\���Z�K�H�U�H���W�K�H�U�H���Z�D�V��
fear - and that’s how real change begins.

�2�X�U�� �'�R�Q�D�W�H�� �I�R�U�� �*�R�R�G�� �S�O�D�W�I�R�U�P�� �F�R�Q�Q�H�F�W�V�� �L�Q�Y�H�V�W�R�U�V�� �Z�L�W�K�� �F�D�X�V�H�V�� �W�K�D�W�� �P�D�W�W�H�U�� ���� �J�L�Y�L�Q�J�� �R�X�U��
community a direct way to create impact, their way. It’s one of the ways we turn technology into 
humanity, linking shared purpose with practical action.

One of those connections began when an EasyEquities user reached out to tell us about The 
Heartfelt Project - a social enterprise in Limpopo that empowers local women through 
�K�D�Q�G�F�U�D�I�W�H�G���I�H�O�W���S�L�H�F�H�V�����–�Q�V�S�L�U�H�G���E�\���W�K�H�L�U���V�W�R�U�\�����Z�H���D�G�G�H�G���+�H�D�U�W�I�H�O�W���D�V���D���E�H�Q�H�4�F�L�D�U�\���R�Q���'�R�Q�D�W�H��
�I�R�U�� �*�R�R�G���� �)�U�R�P�� �W�K�H�U�H���� �W�K�H�� �F�L�U�F�O�H�� �R�I�� �L�P�S�D�F�W�� �J�U�H�Z���� �W�K�H�� �Z�R�P�H�Q�� �R�I�� �+�H�D�U�W�I�H�O�W�� �Z�H�Q�W�� �R�Q�� �W�R�� �F�U�H�D�W�H��
custom pieces for the Otter Trail Run, which we sponsor - and many of them are EasyEquities 
clients too.

“We don’t own these stories - we amplify them. Our role is to provide the platform, give the 
voice, and celebrate the quality and courage that already exist in our communities,”
�&�D�U�H�O���1�R�O�W�H�����&�K�L�H�I���(�Q�D�E�O�H�P�H�Q�W���2�•�F�H�U
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�5�H�I�H�U�H�Q�F�H�V
SDG Goals: https://sdgs.un.org/goals
Anthem Awards: https://www.anthemawards.com/
Donate for Good: https://support.easyequities.co.za/support/solutions/articles/13000075433-donate-for-good

We won Awards!

The Anthem Awards is the largest and most comprehensive social impact award, globally. It honours the 
purpose and mission-driven work of people, companies, and organisations worldwide. In 2024 they had over 
2,300 submissions from 44 countries around the world. EasyEquities won the coveted Anthem Community 
Voice Award and was a bronze winner in the Responsible Technology product category in November 2024. 

This is a testimony to the social impact of our services and the engagement of our community. 

EasyEquities won the Daily Investor’s 2025 Investor and Banking Survey�� �D�Z�D�U�G�� �I�R�U�� �%�H�V�W�� �2�Q�O�L�Q�H�� �6�K�D�U�H��
Trading Platform in May 2025 with 40% of respondents asked which online share trading platform they would 
use, selected EasyEquities. 

�–�Q���6�H�S�W�H�P�E�H�U�������������3�X�U�S�O�H���*�U�R�X�S���/�L�P�L�W�H�G���Z�D�V���U�D�Q�N�H�G���D�V���R�Q�H���R�I���W�K�H��top 5 Best Managed Companies in the 
�–�Q�Y�H�V�W�P�H�Q�W���6�H�U�Y�L�F�H�V���F�D�W�H�J�R�U�\���E�\���7�R�S�F�R���0�H�G�L�D���D�Q�G���L�Q�F�O�X�G�H�G���L�Q���W�K�H�L�U���7�R�S�����������6�R�X�W�K���$�I�U�L�F�D���V���%�H�V�W���0�D�Q�D�J�H�G��
Companies publication.

Where to for 2025

As we grow, we aim to formalise our commitment to sustainability and create further trust through 
transparency. This means:

• Formalising reporting on key metrics and reviewing regularly to ensure we achieve our purpose.

�����3�X�U�S�O�H���*�U�R�X�S���Z�L�O�O���F�R�Q�W�L�Q�X�H���W�R���H�[�S�D�Q�G���D�Q�G���U�H�4�Q�H���W�K�H���F�D�O�F�X�O�D�W�L�R�Q���R�I���R�X�U���D�Q�Q�X�D�O���F�D�U�E�R�Q���H�P�L�V�V�L�R�Q�V������������
  strengthening our sustainability strategy and reduce emissions where it matters most by identifying and  
  addressing CO2 “hotspots” in the group. 

�����(�[�S�D�Q�G�L�Q�J���F�H�U�W�L�4�F�D�W�L�R�Q�V���D�Q�G���I�U�D�P�H�Z�R�U�N�V���Z�H���X�V�H���W�R���V�K�R�Z���R�X�U���D�G�K�H�U�H�Q�F�H���W�R���L�P�S�R�U�W�D�Q�W���V�X�V�W�D�L�Q�D�E�L�O�L�W�\��������
�����S�U�L�Q�F�L�S�O�H�V���H���J�����H�[�S�D�Q�G�L�Q�J���R�X�U���F�R�P�P�L�W�P�H�Q�W���W�R���8�1�3�5�–���D�F�U�R�V�V���W�K�H���J�U�R�X�S���L�Q�F�O�X�G�L�Q�J���D�O�O���E�X�V�L�Q�H�V�V���X�Q�L�W�V���D�Q�G����������
  including additional frameworks like the CFA Institute Asset Manager Code. 

• Better understanding material challenges and opportunities to form the foundation for further      
  sustainability investment.

“We are a diverse group of companies with one powerful motive – to build and protect our 
clients’ wealth. We do this in a way that celebrates our shared humanity, empowering 
individuals to be more than clients and employees, by being part of a connected, thriving 
community of change.” 
�1�L�F�R�O�D���&�R�P�Q�L�Q�R�V�����&�K�L�H�I���,�Q�Y�H�V�W�P�H�Q�W�V���D�Q�G���5�L�V�N���2�•�F�H�U
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These consolidated financial statements have been internally prepared under the supervision of Gary van Dyk CA(SA).
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In terms of section 58 of the Companies Act, No. 71 
of 2008 (as amended), shareholders have rights to be 
represented by proxy as herewith stated.

 

1. At any time, a shareholder of the Company may 
appoint any individual, including an individual who is 
not a shareholder of the Company, as a proxy to:

 

a. participate in, and speak and vote at, a shareholders 
meeting on behalf of the shareholder; or

b. give or withhold written consent on behalf of 
the shareholder to a decision contemplated in 
section 60.

Provided that the shareholder may appoint more than 
one proxy to exercise voting rights attached to different 
shares held by the shareholder.

 

2. A proxy appointment: 
 

a. must be in writing, dated and signed by the 
shareholder; and

b. remains valid for:
i. one year after the date on which it was signed; or
ii. any longer or shorter period expressly set out 

in the appointment, unless it is revoked in a 
manner contemplated in subsection (4)(c), or 
expires earlier as contemplated in subsection 
(8) (d).

3. Except to the extent that the Memorandum of 
Incorporation of the Company provides otherwise: 

 

a. a shareholder of the Company may appoint two 
or more persons concurrently as proxies, and 
may appoint more than one proxy to exercise 
voting rights attached to different securities held by 
the shareholder;

b. a proxy may delegate the proxy’s authority to act 
on behalf of the shareholder to another person, 
subject to any restriction set out in the instrument 
appointing the proxy; and

c. a copy of the instrument appointing a proxy must 
be delivered to the Company, or to any other 
person on behalf of the Company, before the 
proxy exercises any rights of the shareholder at a 
shareholders meeting.

4. Irrespective of the form of instrument used to appoint 
a proxy: 

 

a. the appointment is suspended at any time and 
to the extent that the shareholder chooses to act 
directly and in person in the exercise of any rights as 
a shareholder;

b. the appointment is revocable unless the proxy 
appointment expressly states otherwise; and

5. If the appointment is revocable, a shareholder may 
revoke the proxy appointment by:
a. cancelling it in writing, or making a later inconsistent 

appointment of a proxy; and
b. delivering a copy of the revocation instrument to the 

proxy, and to the Company.
6. The revocation of a proxy appointment constitutes a 

complete and final cancellation of the proxy’s authority 
to act on behalf of the shareholder as of the later of: 

 

a. the date stated in the revocation instrument, if 
any; or

b. the date on which the revocation instrument was 
delivered as required in subsection (4)(c)(ii).

7. If the instrument appointing a proxy or proxies has 
been delivered to the Company, as long as that 
appointment remains in effect, any notice that is 
required by this Act or the Company’s Memorandum 
of Incorporation to be delivered by the Company to the 
shareholder must be delivered by the Company to: 

 

a. the shareholder; or
b. the proxy or proxies, if the shareholder has

i. directed the Company to do so, in writing; and
ii. paid any reasonable fee charged by the Company 

for doing so.

8. A proxy is entitled to exercise, or abstain from 
exercising, any voting right of the shareholder without 
direction, except to the extent that the Memorandum 
of Incorporation, or the instrument appointing the 
proxy, provides otherwise.

9. If the Company issues an invitation to shareholders to 
appoint one or more persons named by the Company 
as a proxy, or supplies a form of instrument for 
appointing a proxy:

 

a. the invitation must be sent to every shareholder 
which is entitled to notice of the meeting at which 
the proxy is intended to be exercised;

b. the invitation, or form of instrument supplied by 
the Company for the purpose of appointing a 
proxy, must:
i. bear a reasonably prominent summary of the 

rights established by this section;
ii. contain adequate blank space, immediately 

preceding the name or names of any person or 
persons named in it, to enable a shareholder 
to write in the name and, if so desired, an 
alternative name of a proxy chosen by the 
shareholder; and
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iii. provide adequate space for the shareholder to 
indicate whether the appointed proxy is to vote in 
favour of or against any resolution or resolutions 
to be put at the meeting, or is to abstain 
from voting;

c. the Company must not require that the proxy 
appointment be made irrevocable; and

d. the proxy appointment remains valid only until the 
end of the meeting at which it was intended to be 
used, subject to subsection (5).

10.Subsection (8)(b) and (d) do not apply if the Company 
merely supplies a generally available standard form of 
proxy appointment on request by a shareholder.



PURPLE GROUP LIMITED 
Incorporated in the Republic of South Africa 

Registration Number: 1998/013637/06 
JSE Share Code: PPE 
ISIN: ZAE000185526 

���³Purple Group �´���R�U���³the Company �´�� 

 
FOR USE BY SHAREHOLDERS WHO CANNOT ATTEND THE ANNUAL GENERAL MEETING OF THE COMPANY BUT WISHES TO BE 
REPRESENTED THEREAT 
 
Where appropriate and applicable, the terms defined in the notice of Annual General Meeting to which this form of proxy is attached bear the same meanings 
in this form of proxy.  
 
For use by shareholders of the Company, registered as such at the close of business on Friday, 16 January 2026 �����E�H�L�Q�J���W�K�H���Y�R�W�L�Q�J���U�H�F�R�U�G���G�D�W�H�����³Voting 
Record Date �´������ �D�W�� �W�K�H�� �D�Q�Q�X�D�O�� �J�H�Q�H�U�D�O�� �P�H�H�W�L�Q�J�� �R�I�� �W�K�H�� �&�R�P�S�D�Q�\�� �W�R�� �E�H�� �K�H�O�G�� �H�Q�W�L�U�H�O�\�� �E�\�� �H�O�H�F�W�U�R�Q�L�F�� �F�R�P�P�X�Q�L�F�D�W�L�R�Q�� �R�Q��Friday, 23 January 2026  at 10:00 
���K�H�U�H�L�Q�D�I�W�H�U���U�H�I�H�U�U�H�G���W�R���D�V���³Annual General Meeting �´���R�U���³AGM�´�����R�U���D�Q�\���S�R�V�W�S�R�Q�H�P�H�Q�W���R�I���W�K�L�V���P�H�H�W�L�Q�J���� 
 

I/We (FULL NAME IN BLOCK LETTERS) 
 

of (ADDRESS) 
 
being the holder/s of _______________________ issued shares in the Company hereby appoint: 
 

1. _________________________________________________________________________or failing him/her, 
 

2. _________________________________________________________________________or failing him/her, 
 

3. the chairperson of the annual general meeting,  
 

as my/our proxy to attend, speak and vote for me/us and on my/our behalf at the Annual General Meeting and/or at any postponement or adjournment 
thereof, for the purpose of considering and, if deemed fit, passing, with or without modification, the resolutions to be proposed at the Annual General Meeting, 
and to vote on the resolutions in respect of the ordinary shares registered in my/our name(s), in the following manner: 
 

 NUMBER OF SHARES 
 

RESOLUTIONS *IN FAVOUR OF *AGAINST *ABSTAIN  
Ordinary resolution number 1: Adoption of annual financial statements for the year ended 31 August 
2025 

   

Ordinary resolution number 2: Remuneration of auditors    

Ordinary resolution number 3: Appointment of auditors    

Ordinary resolution number 4.1: Re-election of Mr. Craig Carter as a Director of the Company    

Ordinary resolution number 4.2: Re-election of Mr. Mark Barnes as a Director of the Company    

Ordinary resolution number 4.3: Re-election of Mr. Arnold Forman as a Director of the Company    

Ordinary resolution number 5: To place the unissued shares of the Company under the control of the 
directors 

   

Ordinary resolution number 6: To authorise the Company to issue shares and to sell treasury shares 
for cash under a general authority 

   

Ordinary resolution number 7: To authorise the directors as signatories    

Ordinary resolution number 8: Non-binding advisory note on remuneration policy    

Ordinary resolution number 9: Non-binding advisory note on implementation report of remuneration 
policy 

   

Ordinary resolution number 10.1: Election of Mr. Arnold Forman as Chairman of the Audit Committee    

Ordinary resolution number 10.2: Election of Mr. Bonang Mohale as a member of the Audit Committee    

Ordinary resolution number 10.3: Election of Mr. Craig Carter as a member of the Audit Committee    

Ordinary resolution number 11.1: Election of Mr. Bonang Mohale as Chairman of the Social and Ethics 
Committee 

   

Ordinary resolution number 11.2: Election of Mr. Arnold Forman as a member of the Social and Ethics 
Committee 

   

Ordinary resolution number 11.3: Election of Mr. Gary van Dyk as a member of the Social and Ethics 
Committee 

   

Special resolution number 1: Non-�H�[�H�F�X�W�L�Y�H���G�L�U�H�F�W�R�U�V�¶���U�H�P�X�Q�H�U�D�W�L�R�Q���W�R���Q�H�[�W���$�*�0    

Special resolution number 2: Financial assistance to related and inter-related entities    

Special resolution number 3: Awarding of shares and the provision of financial assistance in 
connection therewith 

   

Special resolution number 4: Repurchase of shares    

* One vote per share held by shareholders recorded in the register on the Voting Record Date.  
�
���0�D�U�N���³�L�Q���)�D�Y�R�X�U���R�I�´�����³�D�J�D�L�Q�V�W�´���R�U���³�D�E�V�W�D�L�Q�´���D�V���U�H�T�X�L�U�H�G�����,�I���Q�R���R�S�W�L�R�Q�V���D�U�H���P�D�U�N�H�G�����W�K�H���S�U�R�[�\���Z�L�O�O���E�H���H�Q�W�L�W�O�H�G���W�R���Y�R�W�H���D�V���K�H/she thinks fit. 

 
Unless otherwise instructed, my/our proxy may vote or abstain from voting as he/she thinks fit. 
 

Signed this day of 2025/20267 
 

Signature of shareholder(s) 
 

Assisted by me (where applicable) 
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Please indicate how you wish your votes to be cast in the appropriate box provided.  
 
A shareholder entitled to attend and vote at the electronic annual general meeting is entitled to appoint a proxy to attend, vote and speak in his/her stead. 
A proxy need not be a member of the Company. Forms of proxy must be deposited at: 
 

COMPANY SECRETARY TRANSFER SECRETARY  
For the attention of: CTSE Registry  

cosec@ctseregistry.co.za 
6th Floor, Office 6B, Block B 

The District Building 
41 Sir Lowry Road 

Woodstock, Cape Town, 7925 
South Africa 

(Postnet Suite 5, Private Bag X4, Woodstock, 7915) 
For the attention of: CTSE Registry  

admin@ctseregistry.co.za 
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1. Purple Group shareholders who have dematerialised 
their shares through a CSDP or broker must not 
complete this form of proxy but must provide their 
CSDP or broker with their voting instructions, except 
for Purple Group shareholders who have elected 
“own-name” registration in the sub-register through a 
CSDP or broker, It is these shareholders who must 
complete this form of proxy and lodge it with the 
transfer secretaries.

2. Holders of dematerialised Purple Group shares wishing 
to attend the Annual General Meeting must inform 
their CSDP or broker of such intention and request 
their CSDP or broker to issue them with the relevant 
authorisation to attend.

3. A member entitled to attend and vote at the Annual 
General Meeting may appoint one or more proxies 
to attend, vote and speak in his/her/its stead at the 
Annual General Meeting, A proxy need not be a 
member of the Company.

4. A member may insert the name of a proxy or the 
names of two alternative proxies of the member’s 
choice in the space/s provided, with or without deleting 
“the Chairman of the Annual General Meeting”, but any 
such deletion must be initialled by the member. The 
person whose name stands first on the form of proxy 
and who is present at the Annual General Meeting will 
be entitled to act as proxy to the exclusion of those 
whose names follow.

5. Please insert an “X” in the relevant spaces according 
to how you wish your votes to be cast, However, if 
you wish to cast your votes in respect of a lesser 
number of shares than you own in the Company, 
insert the number of shares held in respect of which 
you desire to vote. Failure to comply with the above 
will be deemed to authorise the proxy to vote or to 
abstain from voting at the Annual General Meeting 
as he/ she deems fit in respect of all the member’s 
votes exercisable thereat. A member or his/her proxy 
is not obliged to use all the votes exercisable by the 
member or by his/her proxy, but the total of the votes 
cast and in respect whereof abstention is recorded may 
not exceed the total of the votes exercisable by the 
member or by his/her proxy. Holders of dematerialised 
shares, other than with “own-name” registration must 
inform their CSDP or broker of whether or not they 
intend to attend the Annual General Meeting and 
obtain the necessary authorisation from their CSDP 
or broker to attend the Annual General Meeting 
or provide their CSDP or broker with their voting 
instructions should they not be able to attend the 
Annual General Meeting.

6. Forms of proxy must be received at the Company’s 
Transfer Secretaries by hand at CTSE Registry Services, 
6th Floor, Office 6B, Block B, The District Building, 41 
Sir Lowry Road, Woodstock, Cape Town, 7925, South 

Africa or by email at admin@ctseregistry.co.za by no 
later than 10:00 on Wednesday, 21 January 2026.

7. The completion and lodging of this form of proxy will 
not preclude the relevant member from attending the 
Annual General Meeting and speaking and voting in 
person thereat to the exclusion of any proxy appointed 
in terms hereof.

8. Documentary evidence establishing the authority of a 
person signing this form of proxy in a representative 
capacity must be attached to this form of proxy 
unless previously recorded by the Company’s Transfer 
Secretaries or waived by the Chairman of the Annual 
General Meeting.

9. Any alteration or correction made to this form of proxy 
must be initialled by the signatory/ies.

10.A minor must be assisted by his/her parent or guardian 
unless the relevant documents establishing his/her 
legal capacity are produced or have been registered by 
the transfer secretaries of the Company.

11.The Chairman of the Annual General Meeting may 
reject or accept a form of proxy which is completed 
and/or received, other than in accordance with these 
notes, if the Chairman is satisfied as to the manner in 
which the member wishes to vote.
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